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You,  the  recruiter, 
made  the  difference 

MG  Evan  R.  Gaddis 


With  unemployment  at  an  all-time  low  and  employers  clamor- 
ing to  fill  vacant  positions,  USAREC  will  post  its  highest 
peacetime  enlistment  effort  since  1997.  With  innovative  market- 
ing and  recruitment  efforts,  we  are  filling  the  Army’s  ranks  with 

80.000  new  recruits,  and  we’re  quickly  closing  the  gap  on  our 

42.000  USAR  mission.  Also,  we  cannot  overlook  the  vast 
improvement  we  have  made  in  recruiting  for  the  various 
AMEDD  specialties. 

So  far,  this  year’s  efforts  represent  a 16,000-member  improve- 
ment over  1999,  both  active  and  Reserve.  Key  to  this  success 
was  a greater  focus  on  college  and  high  school  graduate 
markets,  as  opposed  to  the  traditional  high  school  senior  target. 
By  leveraging  our  tools  and  technologies,  you  are  overcoming 
current  recruitment  hurdles  and  you  are  experiencing  a signifi- 
cant boom  in  enlistments. 

Missing  our  goals  last  year  sent  a clear  signal  that  we  needed 
to  move  beyond  outmoded  and  inefficient  recruiting  practices  of 
yesterday.  We  are  committed  to  being  the  employer  of  choice 
among  today’s  college-aged  youth.  To  send  that  message,  we 
must  operate  and  recruit  to  their  needs  and  expectations. 

Reconnecting,  Restructuring  and  Redeflning 

As  we  shifted  our  demographic  focus,  we  also  re-examined 
our  geographic  focus  to  match  the  country’s  population  trends. 
This  year,  USAREC  opened  and  relocated  more  than  180 
recruiting  stations,  shifting  into  more  rural  areas,  as  well  as 
increasing  efforts  in  the  western  and  northeastern  states. 

We  also  saw  an  opportunity  to  reconnect  with  America,  by 
bolstering  participation  in  the  Hometown  Recruiter  Assistance 
Program.  With  help  from  TRADOC  and  FORSCOM,  we  in- 
creased soldier  participation  in  HRAP  from  5,000  in  1 998  to 

20.000  in  2000. 

Why  do  these  things?  To  help  relate  to  and  connect  with  the 
young  people  we  are  bringing  into  the  Army,  we  assembled  a 
group  of  new  recruits  to  relate  their  personal  experiences  with 
people  from  the  town  they  grew  up  in. 

Education  and  Incentive  Programs 

Our  recruiting  improvement  has  been  a total  Army  program 
supported  by  the  Secretary  of  the  Army  and  Chief  of  Staff  of  the 
Army  who  have  made  recruiting  their  number  one  priority.  To 
help  attract  college  age  recruits,  the  Army  created  an  arsenal  of 
innovative  education  and  incentive  programs  to  help  attract  the 
young,  future-minded  target. 

Partnership  for  Youth  Success  (PaYS)  - Launched  in  June, 
the  PaYS  program  combines  the  Army  and  private  sector 
recruitment  effort  into  a cooperative  program.  When  a soldier 


enlists  under  this  program,  he  or  she  can  choose  from  94  job 
skills  offered  by  the  Army,  and  will  receive  accredited  certifica- 
tion for  that  skill.  Upon  successful  completion  of  their  term  of 
service,  they  will  receive  preferential  hiring  status  with  a 
participating  corporation  in  need  of  that  skill.  General  Dynamics 
has  already  signed  on  to  participate  in  the  program,  and  other 
companies  are  in  the  process  of  working  out  details  for  partici- 
pation. 

GED  Plus  - This  program  offers  the  opportunity  to  earn  their 
GED  and  then  enlist  in  the  Army  to  quality  young  people  who 
have  not  completed  their  high  school  education,  but  have 
scored  high  on  the  Armed  Services  Vocational  Aptitude  Battery 
(ASVAB)  and  the  Assessment  of  Individual  Motivation  (AIM) 
test. 

College  First  - Geared  toward  vocational  or  junior  college 
interests,  this  program  offers  high  school  graduates  an  opportu- 
nity to  attend  two  years  of  college  before  joining  the  Army.  The 
Army  provides  enlistees  in  this  program  with  a monthly  stipend 
during  their  time  in  college,  in  exchange  for  a commitment  to 
service  upon  graduation. 

In  a job  market  like  this,  these  young  adults  can  go  anywhere 
they  want  for  work  - from  college,  to  dot-com  start-ups,  to 
sales.  We  need  to  provide  them  with  opportunities  that  private 
sector  companies  can’t.  These  programs  help  deliver  those 
opportunities,  and  leave  our  recruits  with  options  for  their 
future. 

Leveraging  the  Digital  Age 

The  Internet  has  changed  the  way  everyone  does  business  - 
regardless  of  what  industry  they’re  in.  For  us,  it  is  an  opportu- 
nity to  further  automate  and  streamline  our  recruitment  efforts  in 
a fresh,  innovative,  and  cost-effective  way.  We  have  found 
great  efficiencies  and  effectiveness  in  leveraging  the  Internet  as 
a primary  recruiting  tool  for  the  2 1 century.  Our  newly  rede- 
signed goarmy.com  site  offers  more  general  information  to  site 
users,  including  streaming  video  and  audio.  Since  the  redesign, 
“cyber  recruiters”  have  corresponded  with  more  than  30,000 
chat  room  users,  generating  more  than  7,000  follow-up  e-mail 
messages.  The  goarmy.com  site  has  had  more  than  3,000,000 
visitors  this  year. 

The  Army  has  also  just  announced  Army  University  Access 
Online  - a bold  new  initiative  that  provides  soldiers  with  laptop 
computers  and  the  opportunity  to  obtain  associate  or  bachelor 
degrees  through  the  Internet.  The  program  also  includes 
vocational  and  technical  certifications. 

The  US  Army:  Employer  of  Choice 

With  a list  of  bold,  innovative  programs  and  campaigns,  the 
Army  has  continued  - and  enhanced  - its  role  as  the  leading 
employer  of  choice  among  today’s  young  adults.  Many 
programs  and  enhancements  have  helped  us  achieve  our 
mission  butyoM,  the  recruiter,  made  the  difference.  I am  proud 
of  you  and  thank  you  for  your  dedication. 

Be  All  You  Can  Be ! 
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Chaplain’s 


Motivational  Notes 


"I  Think,  I Can” 


by  Chaplain  (LTC)  Jim  Stephen 
USAREC  HQ 

I remember  the  day  I got  “the  letter”  of  congratulations  on 
my  accession  into  the  Army  Chaplaincy  and  welcome  to  Fort 
Campbell,  Ky.,  home  of  the  lOF'  Airborne  Division  (Air 
Assault).  Chaplain  (COL)  Ben  Nass  encouraged  me  to  get 
ready  for  my  first  assignment  by  running.  He  cautioned,  “The 
standard  for  the  division  is  four  miles  in  40  minutes.”  I would 
learn  later  that  the  brigade  standard  was  four  in  36,  and  the 
battalion  standard  was  four  in  32  (but  that’s  another  story). 

Having  never  run  more  than  two  miles  in  my  life,  1 took  the 
counsel  seriously.  The  first  day  I went  out  to  run  1 was  able  to 
put  in  two  miles,  running  a quarter  mile,  walking  a quarter 
mile,  running  a quarter  mile,  and  so  on.  After  several  days  of 
this  I thought  1 would  never  make  it.  Then  one  day  we  had  rain 
(and  I had  not  yet  learned  that  in  the  Army  we  run  outside 
whether  it  is  raining  or  not).  So  1 decided  to  run  in  place  on  a 
mini-trampoline  inside.  I figured  that  if  1 did  20  minutes,  it 
would  be  equal  to  two  miles.  Before  I knew  it,  the  20  minutes 
were  up.  I said  to  myself  ...  if  you  can  run  in  place  for  20 
minutes  you  can  run  outside  on  the  road  for  20  minutes,  and  so 
I did.  The  only  difference  was  1 believed  that  I could  do  it. 
Later,  I would  go  through  the  same  process  to  “convince” 
myself  that  I could  run  for  40  minutes  or  four  miles. 

I would  like  to  discuss  going  “back  to  school”  or  starting  a 
new  job  (like  recruiting)  for  a few  minutes.  1 have  learned  over 
the  years  that  people  tend  to  be  as  successful  in  school  or  on 


the  Job  as  they  think  they  are  going  to  be.  Or  in  another  way 
of  looking  at  the  concept,  it  is  a “self-fulfdling  prophecy.” 

This  is  particularly  true  with  relationships.  If  we  think  people 
are  not  going  to  like  us,  we  tend  to  act  in  such  a way  that 
people  want  to  avoid  us,  and  hence  we  say,  “1  knew  these 
people  would  not  like  me.”  In  most  cases,  we  are  the  authors 
of  our  own  life  experience. 

If  I say  to  myself  that  I am  not  very  smart  and  won’t  do 
well  in  school,  I generally  won’t  do  very  well.  If  I say  to 
myself  that  I can  “do  this”  and  put  effort  into  the  project,  the 
results  are  usually  much  more  productive. 

I talked  with  a recruiter  one  day  during  June  that  said  to 
me,  “School  is  out,  and  I probably  won’t  be  able  to  get 
anybody  in  the  Army  until  the  end  of  the  summer.”  My  guess 
is  he  will  be  right,  and  he  won’t  put  anybody  in  the  Army 
until  the  end  of  summer,  because  in  his  heart  he  has  already 
given  up  on  the  process.  While  in  the  neighboring  office,  the 
recruiters  are  putting  in  people  left  and  right,  because  they 
know  that  they  can.  It  is  as  simple  as  changing  your  mind, 
and  then  start  doing  the  work  that  brings  success! 

Students  in  school  need  constant  reminders  of  how  good 
they  are,  how  smart  they  are,  and  how  successful  they  are.  I 
want  to  strongly  encourage  parents  to  be  the  ones  to  get  this 
positive  approach  to  life  going.  Praise  success.  Look  for 
opportunities  to  lift  up  your  children  to  see  how  really  good 
they  are.  They  need  to  hear  it  over  and  over,  many  times  a 
day.  In  the  same  way,  I want  to  commend  all  of  those  recruit- 
ing commanders  (at  all  levels)  who  do  the  same  thing  with 
our  recruiters.  Recruiters  who  are  getting  positive  reinforce- 
ments are  doing  so  much  better  than  the  ones  getting  beat  up 
for  not  making  their  mission. 

I am  amazed  at  the  quality  of  soldiers  we  have  out  there  “in 
the  trenches.”  You  truly  are  some  of  the  best  our  country  has 
to  offer.  Keep  up  the  great  work  that  you  are  doing. 

Since  most  recruiters  skip  the  Chaplain’s  page,  if  you  read 
this  message  — you  are  among  a very  small  and  select  group. 
Please  encourage  your  fellow  recruiters  to  read  this  message, 
and  then  send  your  comments  to:  James. Stephen@usarec. 
army.mil.  Let  me  know  who  actually  reads  this  stuff.  33 
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News  Briefs 


Packing  your  student 
off  to  college? 

TRICARE  goes,  too! 

When  it  is  time  for  your  child  to  go  to 
college,  you  face  many  decisions  as  a 
family.  Continued  health  care  coverage 
may  he  one  of  them. 

Your  'fTilCARE-eligible  dependent  can 
continue  to  be  covered  until  age  23  as 
long  as  he/she  is  attending  school  full- 
time;  but,  you  will  want  to  look  at  which 
TRICARE  option  will  work  best  for  him/ 
her. 

If  you  have  been  using  TRICARE 
Prime  for  your  family,  this  may  or  may  not 
be  the  best  choice  for  your  college- 
bound  son  or  daughter,  depending  on 
his/her  health  care  needs  and  location. 

A health  benefits  adviser  at  your  local 
military  treatment  facility  (MTF),  or  a 
TRICARE  service  center  (TSC)  represen- 
tative can  help  you  determine  your  best 
option.  To  reach  a TSC,  call  the  toll-free 
telephone  number  for  TRICARE  in  your 
region. 

If  your  student’s  college  or  university 
is  located  in  an  area  where  TRICARE 
Prime  is  offered,  he/she  can  continue 
TRICARE  Prime  coverage. 

Your  TRICARE  Prime  benefit  is 
portable,  and  enrollment  can  be  trans- 
ferred from  one  location  to  another.  To 
transfer  your  child’s  enrollment,  or  to 
change  his/her  enrollment  information  in 
TRICARE  Prime,  you  must  complete  and 
sign  an  enrollment  application  or  change 
request  form  and  send  it  to  the  managed 
care  support  contractor  in  the  new 
region. 

It  is  not  necessary  to  have  all  family 
members  enrolled  in  the  same  region. 
Your  student  may  transfer  his/her 
enrollment  to  a different  region  if  he/she 
is  attending  college  there. 

If  your  retiree  family  enrollment  fees 
are  current,  you  do  not  pay  any  addi- 
tional fees  when  your  child  transfers  his/ 
her  enrollment  to  another  location. 

If  you  are  active  duty,  your  student 
can  transfer  the  enrollment  as  often  as 
necessary. 

If  you  are  not  active  duty,  your 
TRICARE  Prime-enrolled  student  is 
allowed  two  transfers  per  year  between 
TRICARE  regions,  if  the  second  transfer 
is  back  to  the  region  of  original  enroll- 
ment. 


Your  child  has  continuous  TRICARE 
Prime  coverage  while  traveling  from  one 
region  to  another  where  TRICARE  Prime 
is  available.  We  recommend  he/she  stay 
enrolled  in  your  home  region  until  he/she 
arrives  in  the  new  location.  The  transfer 
is  effective  the  date  the  transfer  request 
is  received  in  the  new  region. 

If  you  are  active  duty,  your  student’s 
enrollment  in  TRICARE  Prime  will  be 
automatically  renewed  at  the  end  of  the 
one-year  enrollment  period  unless  you 
decline  the  renewal  offer. 

Eligible  retirees  must  pay  their 
enrollment  fees  for  coverage  to  continue 
uninterrupted. 

If  you  must  disenroll  your  student 
from  TRICARE  Prime  because  of  a move, 
he/she  is  not  locked  out  of  TRICARE 
enrollment.  Disenrollment  should  be 
done  immediately  to  avoid  paying  higher 
costs  under  TRICARE  Prime’s  point-of- 
service  (POS)  option.  POS  is  the  care  you 
receive  if  you  don’t  have  authorization 
from  your  primary  care  manager.  Under 
POS,  you  pay  an  annual  $300  deductible 
for  one  person  for  inpatient  or  outpatient 
care  before  cost-sharing  begins.  After  the 
deductible  is  satisfied,  TRICARE 
contractors  will  pay  only  50  percent  of 
the  allowable  charges  for  covered  care 
under  TRICARE  Prime,  instead  of  the  75- 
80  percent  they  would  pay  under 
TRICARE  Standard. 

You  may  want  to  consider  a TRICARE 
supplement  or  student  health  insurance  if 
your  student’s  school  offers  it.  TRICARE 
will  be  second  payer  on  medical  bills  that 
are  not  fully  covered. 

While  the  basic  TRICARE  benefit  is 
the  same  throughout  the  country  and  the 
world,  there  may  be  some  differences  in 
business  practices  (i.e.,  authorization, 
referral  rules)  used  by  the  managed  care 
support  contractor  in  your  student’s  new 
region. 

A health  benefits  adviser  at  the  local 
MTF  where  the  student  becomes 
enrolled,  or  the  local  TRICARE  service 
center  can  help  your  student  with  any 
questions  that  might  arise.  Be  sure  your 
student  understands  the  rules  in  the  new 
TRICARE  region  pertaining  to  pre- 
authorization for  care.  Failure  to  abide  by 
these  rules,  which  can  vary  from  region 
to  region,  could  result  in  POS  charges. 

For  more  information  about  transfer- 
ring emollment,  please  visit  our  Web  site 


at:  w'ww.tricare.osd.mil.  or  contact  your 
health  benefits  adviser  in  your  local 
TRICARE  region. 

Before  your  student  goes  to  college, 
you  may  call  ahead  to  the  managed  care 
support  contractor  in  the  new  region  to 
request  TRICARE  information.  The 
regions,  states  they  include,  and  tele- 
phone numbers  follow:  Northeast  Region 
(part  of  northern  Va.,  Md.,  small  part  of 
eastern  W.Va.,  Pa.,  Del.,  N.J.,  Conn., 

Mass.,  N.Y.,  Vt.,  N.H.,  Maine,  R.I.,  D.C.)  - 
1-888-999-5195;  Mid- Atlantic  Region 
(N.C.,  Central  and  Southern  Va.)  - 1-800- 
93 1 -950 1 ; Southeast  and  Gulf  South 
Regions  (S.C.,  Ga.,  Fla.,  Ala.,  Miss., 

Tenn.,  southeast  La.)  - 1 -8(X)-444-5445; 
Heartland  Region  (Mich,  Wise.,  111..  Ind., 
Ohio,  Ky.,  W.Va.,  except  a small  eastern 
part;  St.  Louis  area  of  Mo.)  - 1-800-941- 
4501 ; Southwest  Region  (Okla.,  Ark.,  La., 
except  southeast  La.,  Texas,  except  the  El 
Paso  area)  - l-8(K)-406-2832;  Central 
Region  (N.M.,  Ariz.,  Nev.,  El  Paso  area  of 
Texas,  Colo.,  Minn.,  Utah,  Wyo.,  Mont.. 
N.D.,  S.D.,  Neb.,  Kan.,  Iowa,  Mo.,  Idaho, 
except  six  northern  counties  in  the 
Northwest  Region)  - 1-888-874-9378; 
Southern  California  and  Golden  Gate 
Regions  (Calif.),  Hawaii  and  Alaska 
Regions  - 1-800-242-6788;  Northwest 
Region  (Wash.,  Ore.,  six  counties  in 
northern  Idaho)  - 1-800-404-01 10;  Latin 
America,  Canada,  Pacific  and  Puerto  Rico 
regions  - 1-888-777-8343,  and  Europe,  1- 
888-777-8343. 

Army  Homepage  gets 
new  look 

The  new  Army  Homepage  was 
unveiled  in  conjunction  with  the  Army’s 
225th  birthday. 

The  website  address  will  remain 
www.army.inil,  but  the  Army’s  official 
webpages  will  be  reorganized  in  an  effort 
to  present  the  Army  to  a worldwide 
audience  in  an  exciting  new  format,  said 
LTC  David  Hergenroeder,  Strategic 
Communications  Division  chief  for  the 
Chief  of  Staff  of  the  Army. 

The  new  webpage  will  make  it  easier  to 
access  information  and  will  soon  include 
the  latest  in  digital  technology  such  as 
interactive  sites  and  streaming  video, 
Hergenroeder  said. 
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New  dental  plan 
expands  services, 
includes  Reservists 

by  SSG  Kathleen  T.  Rhem 

American  Forces  Press  Service 

DoD’s  new  TRICARE  Dental  Program 
will  feature  lower  premiums,  expanded 
services  and  cost  ceilings,  and  will  allow 
reservists  and  their  families  to  enroll. 

DoD  awarded  a $1 .8  billion,  five-year 
contract  in  April  to  United  Concordia 
Companies  Inc.  of  Camp  Hill,  Pa.,  the 
current  TRICARE  Family  Member 
Dental  Plan  administrator.  Changes  take 
effect  Feb.  1 , 2001 . “One  of  the  most 
significant  changes  is  that  reserve 
component  members  and  their  families 
will  be  eligible  to  enroll,”  said  Navy  CPT 
Lawrence  D.  McKinley,  the  TRICARE 
Management  Activity’s  senior  consult- 
ant for  dentistry. 

During  the  first  two  years  of  the 
contract,  premiums  for  active  duty 
family  members  will  drop  from  the 
current  levels.  The  $8.53  single  and 
$21.33  family  rates  will  drop  to  $7.63  and 
$19.08  respectively  during  the  first  year, 
and  remain  below  current  levels  even 
during  the  second  year.  Premiums  for 
reservists  on  extended  active  duty  and 
their  families  will  mirror  those  of  active 
duty  members,  however  premiums  for 
families  of  reservists  not  on  active  duty 
will  be  somewhat  higher.  After  the  first 
two  years,  premiums  may  rise,  but  “will 
remain  very  reasonable,”  McKinley  said. 

Other  improvements  include: 

- The  enrollment  “lock-in”  period  falls 
from  24  months  to  12.  That  is,  active 
duty  members  must  have  12  months  left 
on  their  current  term  of  service  to  enroll. 
Reservists  must  “express  intent”  to 
remain  in  the  reserves  for  at  least  12 
consecutive  months. 

-United  Concordia  will  take  over 
enrollment  responsibilities  from  the 
services’  personnel  offices.  McKinley 
said  this  should  improve  customer 
service  by  allowing  beneficiaries  to  deal 
directly  with  the  contractor.  Current 
enrollees  will  automatically  transfer  to 
the  new  system. 

-The  annual  maximum  for  general 
dentistry  increases  from  $1,000  to 
$ 1 ,200,  and  the  lifetime  maximum  for 
orthodontic  care  goes  from  $1,200  to 
$1,500.  The  age  for  orthodontic  care  is 
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extended  to  2 1 (or  23  if  they  are  full-time 
students.) 

-General  anesthesia  and  intravenous 
sedation  will  be  covered. 

-Coverage  of  diagnostic  and  preven- 
tive services  expands.  Most  of  the 
changes  stem  from  customer  feedback. 

“We’ve  been  listening  to  the  benefi- 
ciaries. We’ve  incorporated  as  many  of 
their  suggestions  as  possible,”  McKinley 
said.  “We  also  listened  to  concerns  from 
line  commanders  about  dental  readiness 
and  the  quality  of  life  of  their  people.” 

He  also  said  DoD  officials  constantly 
monitor  civilian  insurance  programs.  The 
new  TRICARE  plan,  he  said,  “easily 
matches  most  insurance  programs  of 
Fortune  500  companies  and  is  better  than 
many.” 

McKinley  stressed  the  program  will 
evolve  over  the  five  years  of  the  con- 
tract. TMA  officials  monitor  civilian  plans 
to  pick  up  on  trends  and  to  look  at  things 
worth  adopting.  “Each  option  year,  we 
will  review  what  we  have,  and  we  will 
improve  as  we  go  along  if  costs  will  not 
be  increased,”  he  added. 

DoD  and  United  Concordia  plan  to 
conduct  customer-satisfaction  surveys 
monthly.  For  more  information,  beneficia- 
ries can  call  United  Concordia’s  toll-free 
customer-service  line,  1-800-866-  8499,  or 
visit  the  company’s  Web  site  at 
wvm.ucci.com. 

DoD  revamping,  sim- 
plifying PCS  move 

by  Rudi  Williams 

American  Forces  Press  Service 

DoD  is  revamping  and  simplifying  its 
permanent  change  of  station  process  to 
make  it  easier,  faster,  less  expensive  and 
less  stressful  for  more  than  700,000 
service  members  and  their  family  mem- 
bers who  move  around  the  world  each 
year. 

The  initiative  is  targeted  at  scrapping 
mountains  of  paperwork,  eliminating  out- 
of-pocket  expenses  and  creating  a user- 
friendly,  Internet-based,  personalized, 
state-of-  the-art  relocation  system. 

When  the  new  system  is  implemented, 
service  members  will,  among  other 
benefits,  save  hundreds  of  dollars  in  out- 
of-pocket  expenses,  spend  less  time 
filling  out  paperwork  and  visit  fewer 
offices  to  in-  and  out-process,  according 


to  Stephen  Rossetti,  director  of  the 
Defense  Integrated  Travel  and  Reloca- 
tion Solutions  Office  in  Arlington,  Va. 

Rossetti  said  under  the  plan,  that 
includes  proposals  before  Congress, 
service  members  would  be  offered  no- 
receipt-required, lump-sum  payment  for 
temporary  lodging  expenses,  temporary 
lodging  allowances  and  even  a monetary 
incentive  not  to  ship  “junk”  cars 
overseas. 

Many  service  members  found  a 
loophole  that  circumvents  the  require- 
ment by  some  services  that  only  those 
who  ship  a vehicle  overseas  can  ship 
one  back  home.  Some  service  members 
ship  “junk”  vehicles  with  major  mechani- 
cal problems  overseas  so  they’ll  be 
eligible  to  ship  a car  home  when  their 
tour  is  over. 

“Military  people  are  ordered  to  move. 
They  have  no  choice.  We  need  to  do  all 
we  can  to  make  it  easier,”  Rossetti  said. 

If  approved,  the  cash  incentive  would 
equate  to  a percentage  of  the  cost  of 
shipping  the  “junk”  car  overseas.  The 
shipping  cost  often  exceeds  the  value  of 
the  vehicle.  The  incentive  proposal 
would  guarantee  that  service  members 
could  ship  vehicles  back  home,  thereby 
eliminating  unnecessary  shipping  costs 
for  the  government. 

Service  members  and  DoD  civilian 
employees  ship  more  than  75,000  cars  to 
and  from  overseas  locations  each  year. 
The  only  requirement  is  that  the  vehicle 
be  in  working  condition. 

One  of  the  biggest  concerns  is  out-of- 
pocket  expenses  for  PCS  moves,  Rossetti 
noted.  “Surveys  have  shown  that  people 
in  the  military  don’t  get  as  much  in  their 
reimbursements  as  they’re  spending,”  he 
noted.  “We  want  to  give  them  the 
wherewithal  to  make  the  most  of  the 
money  they  get  and  eliminate  out-of- 
pocket  expenses.” 

Service  members  in  grades  E-5  to  E-9 
incur  nonreimbursable  expenses  of  more 
than  $1 ,000  each  time  they  move.  That 
amount  increases  for  higher  ranks, 
Rossetti  said. 

“Our  people  are  captives  to  the 
process,”  Rossetti  said.  “We  want  to  flip 
the  current  process  controls  on  its  back 
and  have  the  traveler  controlling  the 
process. 

“There  also  is  a vast  network  of 
relocation  experts  in  DoD,”  he  said.  “We 
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need  to  empower  them  with  tools  to  help 
our  people.” 

Rossetti  noted  that  revamping  and 
simplifying  the  PCS  system  is  an  impor- 
tant objective  of  Secretary  of  Defense 
Williams  S.  Cohen  and  Deputy  Secretary 
Rudy  de  Leon  and  is  a key  aspect  of  the 
effort  to  reform  business  processes  in 
DoD.  ‘They  realize  the  difficulty  of  the 
moving  process  in  the  military  and  asked 
us  to  make  it  easier,”  Rossetti  said.  “We 
see  that  as  a quality  of  life  objective 
that’s  important  for  retention  and 
readiness.” 

DoD  is  overhauling  pieces  of  the 
process,  including  travel  and  movement 
of  household  goods,  he  said.  “We  want 
to  ...  raise  the  ante  to  solve  the  difficult 
PCS  process  for  our  people,”  Rossetti 
said. 

He  said  the  effort  is  orchestrated 
through  a steering  board  that  includes 
the  services  and  other  key  DoD  officials. 

Administrative  costs  soak  up  a major 
chunk  of  the  more  than  $3  billion  DoD 
spends  moving  people  each  year, 

Rossetti  said.  “Every  dollar  we  can  save 
in  administration  and  give  to  our  people 
is  a dollar  they  don’t  have  to  take  out  of 
their  pocket  to  make  the  move,”  Rossetti 
said. 

Initial  savings  are  estimated  at  about 
$150  million,  he  said.  The  amount  is 
expected  to  swell  as  other  initiatives  are 
implemented. 

He  said  85  percent  of  the  people  who 
move  are  dissatisfied  with  the  relocation 
process.  They’re  upset  because  their 
household  goods  are  lost  or  destroyed 
and  they  waste  a lot  of  time  in-process- 
ing at  the  library,  veterinarian,  commis- 
sary, personnel  office  and  a host  of  other 
places.  It’s  estimated  that  more  than 
40,000  man-hours  are  wasted  each  year 
in-  and  out-processing. 

Simplifying  the  process  includes 
cutting  a 10- volume  set  of  books  and 
nearly  2,000  pieces  of  PCS  entitlement 
data  down  to  about  100  pages.  Likening 
the  current  entitlement  rules  to  the  tax 
code,  Rossetti  said  people  who  have  the 
time  to  understand  it  will  get  the  most 
money  back,  but  those  who  can’t  end  up 
spending  more.  The  current  process 
covers  10  functional  areas  including 
transportation,  household  goods, 
medical,  and  morale,  welfare  and  recre- 
ation, and  406  sub-processes  that  require 
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1 17  forms  and  information  from  36 
automated  systems. 

The  plan  will  incorporate  the  “one- 
stop-shopping  concept,”  with  the 
Internet  as  the  integrator.  “The  Web  is 
transforming  America,  and  we  want  it  to 
transform  this  process,”  Rossetti  said. 

The  new  system  will  be  a “stress 
reducing,”  user-friendly  process  that 
reduces  waiting  time.  “It  will  also  have  a 
personalized  Web  page  outfitted  with 
instructions  and  ‘prepopulated’  forms 
showing  the  service  member’s  name, 
family  members,  entitlements  and 
answers  to  questions,”  Rossetti  said. 

“We  want  to  have  the  computer  take 
care  of  service  members  during  their 
move,”  he  said.  “We  have  something 
working  in  the  lab  called  P-3  Quantum,  a 
personal  PCS  page.  When  you  key  your 
name.  Social  Security  number  and  PIN 
number  into  the  system,  your  personal 
profile  comes  up.  The  computer  knows 
already,  based  on  our  manpower  data- 
base, who  you  are,  how  many  kids  you 
have,  and  all  the  other  information  that 
used  to  go  on  nearly  100  forms.” 

The  Internet  enables  relocation 
personnel  to  tailor  the  PCS  process  to  fit 
each  individual’s  moving  situation, 
Rossetti  noted.  When  the  personal 
profile  is  validated,  the  traveler  keys  in 
the  “from/to”  destination  and  the 
computer  will  tell  them  how  much  money 
they’ll  get  for  the  move.  If  they  select  the 
lump  sum  option,  the  money  will  be 
electronically  transferred  to  the  service 
member’s  bank  account. 

Preparing  for  household  goods 
shipments  will  be  made  easy  and  take  the 
guesswork  out  of  figuring  weight 
allowances.  All  service  members  will  have 
to  do  is  click  on  a piece  of  furniture  and 
its  approximate  weight  will  be  shown  and 
automatically  added  to  the  inventory. 

The  information  will  be  stored  on  the 
personal  Web  page.  All  the  service 
member  has  to  do  on  the  return  trip  is 
delete  and  add  items. 

A personalized  travel  calendar  for  in- 
and  out-processing  will  have  information 
pertaining  to  the  losing  unit,  gaining  unit, 
family  information,  date  of  departure, 
moving  pets,  firearms,  and  shipping 
vehicles.  Information  about  updating 
drivers  licenses,  passports,  drivers 
manuals  from  foreign  countries,  settling 
claims,  the  defense  travel  system. 


entitlements,  and  per  diem  rates  will  also 
be  provided. 

Rossetti  said  changing  the  PCS  move 
process  is  not  only  a quality  of  life  issue, 
but  also  a retention  and  readiness 
objective.  “If  you  allow  people  to  get  on 
the  ground  quicker,  we're  more  produc- 
tive in  terms  of  use  of  their  time.  And,  if  a 
PCS  isn’t  so  painful,  maybe  people  will 
be  more  likely  to  re-enlist,”  he  said. 

Rossetti  emphasized  that  the  proposal 
doesn’t  increase  temporary  lodging  and 
temporary  housing  allowances.  “It  allows 
an  up-front  payment  that  can  be  used  for 
any  expenses,”  he  said.  “For  example,  it 
wouldn’t  require  receipts.  So  if  you  have 
an  alternative  to  staying  in  temporary 
lodging,  you  can  stay  with  a relative  or 
friend  and  use  the  money  for  something 
else  associated  with  a PCS  move.  What 
we  care  about  is  you  get  to  your  duty 
station  on  time  and  with  the  least  pain.” 

DoD  is  also  asking  Congress  to 
sanction  cost  avoidance  incentives  for 
household  goods. 

“Right  now,  if  you’re  authorized  a 
10,000-pound  weight  allowance,  you’re 
going  to  keep  shipping  that  10,000 
pounds  around  the  world  for  your  whole 
military  career,”  Rossetti  said. 

“But  if  you  get  an  incentive  not  to 
ship  your  whole  weight  allowance,  then 
you  won’t  be  tempted  to  move  these 
barbells  or  books  you’ve  carried  around 
for  years.” 

Several  projects  are  under  way 
concerning  household  goods  moves, 
including  the  Full  Service  Movement 
Project  and  the  relocation  section  of  the 
Air  Forces  Crossroads  Web  site. 

“We  had  a demonstration  of  the 
capability  in  April  and  the  Web  site  will 
be  up  for  use  this  summer,”  Rossetti 
noted.  “It  will  be  a virtual  moving 
experience.  If  we  can’t  be  like  Star  Trek 
and  beam  you  to  your  new  location,  we 
hope  to  come  close.” 

Lifeworks  One  Source 

Twenty-four  hour  information  and  referral 
phone  line,  Lifeworks  One  Source 
program,  available  1 Aug.  to  all  USAREC 
military  members  and  families.  It  will 
deliver  practical  solutions,  information, 
advice,  and  support  by  a master  degree 
level  consultant.  To  access,  call  888-267- 
8 1 26,  or  visit  website  at  www.lifeworks. 
com  (userid-Army;  password-5000). 
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Debt  collection  assis- 
tance officer  program 
to  ease  TRICARE  credit 
hassles 

The  Department  of  Defense  an- 
nounced today  a new  debt  collection 
assistance  officer  program  to  help 
servicemembers,  retirees  and  their 
eligible  family  members  with  TRICARE- 
related  debt  problems.  For  the  first  time, 
an  assistance  officer  located  at  each 
military  treatment  facility  (MTF)  and 
TRICARE  lead  agent  office  will  be  the 
single  point  of  contact  when  a TRICARE 
beneficiary  needs  help  with  these  kinds 
of  problems. 

“We  do  not  want  our  servicemembers 
to  have  the  burden  of  resolving 
individual  claims.  They  should  not  have 
to  worry  about  negotiations  with 
multiple  agencies  to  settle  outstanding 
claims,  stressful  notices  from  bill 
collectors  and,  sometimes,  adverse 
ratings  in  their  credit  reports,”  said 
Under  Secretary  of  Defense  for  Person- 
nel and  Readiness,  Bernard  Rostker. 

Identification  of  the  assistance 
officers,  scope  of  their  responsibility 
and  training  will  begin  immediately.  The 
new  program  will 
begin  within  30  days. 

Incorrect  billing  to 
servicemembers  for 
outstanding  medical 
bills  was  a key  issue 
at  the  first  Military 
Family  Forum  at  the 
Pentagon  on  May  3 1 . 

Once  contacted  by 
a TRICARE-eligible 
beneficiary,  the  debt 
collection 

assistance  officer  will 
intercede  with  all 
agencies  involved, 
including  military 
personnel  offices,  the 
MTFs,  lead  agents, 
network  and  non- 
network providers,  the 
TRICARE  Manage- 
ment Activity, 
managed  care  contrac- 
tors, and  even  debt 
collection  agencies 
when  appropriate,  to 
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resolve  a collection  issue  arising  from  a 
TRICARE  claim. 

The  debt  collection  assistance  officer 
will  research  the  TRICARE  claims  history 
with  the  priority  unit  at  the  claims 
processor,  and  notify  the  beneficiary  of 
the  resolution.  If  appropriate,  written 
documentation  will  be  provided  for  use 
with  national  credit  reporting  companies 
in  removing  unwarranted  adverse  credit 
information  related  to  TRICARE  claims. 

Servicemembers  in  remote  locations 
may  contact  any  debt  collection 
assistance  officer  who  is  convenient  for 
them.  These  points  of  contact  will  be 
identified  by  the  military  services  prior  to 
implementation  of  the  program. 

“Our  beneficiaries  value  their  medical 
care  benefit,  and  they  have  told  us  on 
surveys  that  it  is  a primary  reason  for 
staying  in  the  military,”  said  Rostker. 

“Our  servicemembers  deserve 
assistance  and  relief  from  unwarranted 
collection  actions  resulting  from  unpaid 
medical  claims.” 

Seeking  immediate  help  with  questions 
regarding  their  medical  bills  remains  the 
TRICARE  beneficiary’s  best  defense 
against  credit  problems,  according  to 
Rostker.  This  type  of  assistance  is 
available  at  local  TRICARE  service 


centers  and  military  treatment  facilities. 

Beneficiaries  also  can  call  claims 
processors  using  their  toll-free  telephone 
numbers.  Additional  information  about 
TRICARE  claims  processing  can  be 
found  on  the  Military  Health  System/ 
TRICARE  Web  site  at  www.tricare. 
osd.mil. 


Toll  Free  Numbers  by  Region 

Regioni  -800-578-1294 
Region  2 - 800-493-1613 
Region  3/4  - 800-403-3950 
Region  5 - 800-493-1613 
Region  6 - 800-406-2832 
Region  7/8  - 800-225-4816 
Region  9 - 800-255-4816 
Region  10  - 800-930-2929 
Region  11  - 800-404-0110 
Regioni 2 - 800-242-6788 
Latin  America  - (608)  224-2728 
Europe  - (608)224-2727 

V ^ y 

New  E-mail  Address 

The  Recruiter  Journal  has  a new  e-mail 
address:  RJournal@usarec.army.mil. 

Correction 

The  web  site  for  the  Army  Reserve 
should  read  www.goamiyreserve.com. 


DoD  HEALTH  SERVICE  REGIONS 
April  8, 1998 
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Pro  Talk 


The  “Psychographic”  Recruiter 


by  MSG  Robert  J.  Martin 
USAREC  Training  Directorate 


The  new  millennium  has  arrived,  and  with  it,  new 

challenges  confront  today’s  Army  recruiter.  A strong 
economy  coupled  with  new  perceptions  and  attitudes 
concerning  Army  service  requires  the  millennium  recruiter  to  be 
innovative,  analytical,  and  knowledgeable.  Today’s  Army 
recruiter  must  be  able  to  identify  the  ideal  prospect  assigned  to 
his/her  area.  If  you  could  go  out  into  the  market  place  and  select 
your  ideal  prospects,  which  ones  would  you  select?  Who 
would  they  be?  Where  would  they  be  located?  What  time  of 
year  would  they  buy?  Knowing  all  this  information  requires  you 
to  know  the  demographics  of  your  prospects.  The  demograph- 
ics identify  where  he  or  she  lives,  works,  or  goes  to  school,  and 
where  he  or  she  goes  for  recreational  or  leisure  activities.  This 
information  identifies  where  you  have  to  go  to  find  that  ideal 
prospect.  Conducting  an  in-depth  market  analysis  of  your  area 
provides  you  with  valuable  information  about  the  demographics 
of  the  area.  However,  once  you  know  this,  you  have  to  know 
the  psychographics  of  your  ideal  prospect. 

The  psychographics  of  your  ideal  prospect  is  his  or  her 
attitudes  and  beliefs.  Knowing  these  will  help  you  in  approach- 
ing your  prospect.  It  will  also  provide  you  with  invaluable 
information  needed  to  structure  your  presentation.  Some  key 
areas  of  interest  in  determining  the  psychographics  of  the  ideal 
prospect  are: 

■ Aspirational  goals/future  career  plans 
■ Definition  of  success 

■ Perceived  obstacles  to  obtaining  goals 

■ Influencers 


Inspirational  Goals/Future  Career  Plans 

Aspirations 

■ Most  high  school  seniors  generally  mention  college  in 
their  future  plans  and  some  have  very  defined  career  goals. 

■ Most  high  school  graduates  have  not  chosen  college 
since  graduating  high  school,  but  most  think  they  will  go  back 
to  further  their  education. 

B Most  parents  concur  that  education  is  essential  in 
achieving  a good  paying  job  and  future  independence. 

B “A  college  education  used  to  guarantee  a job  in  our 
generation,  now  a lack  of  one  could  guarantee  that  you  don’t 
get  one.”  (Father) 


Attitudes  toward  the  Army 


happy  with  your  life  and  chosen  career. 

B “If  you  are  happy  and  have  your  health,  you  are 
probably  successful.”  (Father) 

B “I  want  enough  money  so  I have  options,  but  I just 
really  want  to  be  happy  in  my  job.”  (HSSR) 

B “It  is  something  where  you  can  achieve  something,  feel 
good  about  yourself,  something  where  you’re  making  headway. 
It  is  different  for  everyone.”  (Father) 

■ “Spiritually  and  physically  able  to  grow.  It  comes  from 
yourself,  in  what  you  want.”  (Mother) 

■ ‘To  be  my  own  boss  and  be  a consultant  and  make  a 
lot  of  money.”  (HSSR) 

B Most  prospects  do  not  want  to  be  like  their  parents 
and  want  to  work  at  something  they  enjoy. 


Obtaining  information  for  your  psychographic  analysis 
requires  the  millennium  recruiter  to  be  an  expert  listener. 
Information  obtained  during  interviews,  sales  presentations, 
and  simple  conversations  with  people  in  the  community  will  aid 
in  determining  the  attitudes  of  your  market.  A survey  con- 
ducted with  17-21  year  old  male  prospects  and  parents  revealed 
interesting  comments  and  attitudes  concerning  the  above  areas 
of  concern.  Let’s  take  a look  at  some  of  them. 


B Both  prospects  and  parents  feel  the  current  job  market 
is  considered  one  of  the  biggest  obstacles  to  achieving  goals. 


8 


Recruiter  Journal  / August  2000 


Pro  Talk 


a Some  parents  and  prospects  worry  about  finances  for 
college. 

a Parents  worry  about  the  maturity  level  of  their  children 
and  pitfalls  that  may  prevent  them  from  reaching  their  goals. 

a Some  parents  are  worried  about  the  future  of  their 
children’s  generation. 


a Some  prospects  are  not  anxious  to  get  on  with  their 
lives  or  to  get  on  with  a career. 

a Parents  are  often  not  sure  if  their  children  are  anxious 
to  seek  a real  job  and  career. 


a Many  of  the  parents  did  not  want  their  children  leaving 
home,  but  the  prospects  often  said  their  options  were  open. 


fathers,  are  strong  influencers  in  their  lives. 

a Some  say  their  peers,  siblings,  and  grandparents  have 
had  a strong  influence  and  have  helped  them  in  career  planning, 
but  the  decisions  are  mainly  their  own. 

a Coaches,  co-workers,  teachers,  and  high  school 
guidance  counselors  play  only  a minimal  role  as  influencers: 

□ Several  prospects  laugh  at  the  idea  that  their  high 
school  counselor  would  have  any  impact. 

□ “Counselors  only  talk  college.  They  don’t  know 
anything  else.”  (HSDG) 


Attitudes  About  the  Army 


Overall  Perceptions 


a Most  prospects  have  never  seriously  considered  the 
military  or  specifically  the  Army  as  an  option. 

a Some  parents  are  more  positive  to  the  idea  of  consider- 
ing the  military  as  an  option  than  the  prospects. 

a The  majority  of  parents  and  prospects  feel  young  men 
and  women  join  the  military  because  of  few  other  options. 

a Few  young  men  and  women  join  the  military  out  of  a 
sense  of  patriotism  or  traditions. 


a There  is  some  perception  that  those  who  enlist  in  the 
Army  can’t  get  into  the  other  branches  of  the  military. 

a “ The  Army  is  not  as  intelligent  as  the  Navy  or  the  Air 
Force.  It  is  the  lowest  of  the  services.”  (Mother) 


a “ You  don’t  hear  of  specialized  training  in  the  Army, 
they  don’t  have  jobs  you  would  need  when  you  get  out  of  the 
Army.”  (Father) 


a “The  Air  Force  would  draw  those  with  higher  goals.” 
(Mother) 

a The  most  often  cited  drawbacks  of  the  military  are  the 
fear  of  death  and  the  loss  of  freedom. 


a “I  don’t  believe  in  killing  anybody,  I won’t  be  a part  of 
anything  that  is  part  of  that.”  (HSSR) 

a “I  don’t  want  to  give  six  years  of  my  life  away.  I’d 
rather  have  freedom.  I don’t  want  to  sell  my  freedom.”  (HSDG) 


a “I  can  make  more  money,  can  have  my  freedom,  can  go 
home  and  sleep  in  my  bed  tonight,  can  watch  TV,  can  quit  my 
job,  can  sleep  in,  can  call  in  sick...  why  would  1 want  to  give 
that  all  up.”  (HSDG) 

a “You  can’t  quit  like  other  jobs.”  (HSSR) 
a “It’s  a real  commitment.  If  you  don’t  like  it,  you  can’t 
get  out.”  (HSDG) 

a “My  son’s  personality  would  not  accommodate 
military  ways.”  (Father) 

a Some  of  the  prospects  and  the  parents  did  not  feel  the 
military  would  fit  with  their  career  goals: 

□ “You  can’t  get  a business  career  in  the  Army. 

The  options  are  not  there  or  are  not  enough  to  make  it  available 
for  all  who  want  it.  You  can,  in  the  Pentagon,  but  how  many 
actually  get  there.”  (HSSR) 

n “They  don’t  offer  any  training  that  you  want  to 
talk  about.  Nothing  he  would  be  interested  in.”  (Mother) 

® There  is  concern  about  US  involvement  in  conflicts  in 
other  countries: 


□ “It  has  a lot  to  do  with  Bosnia  and  stuff  like  that. 
If  something  goes  wrong  half  way  around  the  world,  the  US 
sends  troops  over  there  and  then  people  get  killed.  I don’t  trust 
anyone  with  my  life.  (HSDG) 

□ “The  United  States  goes  into  little  things  that  we 
don’t  have  any  business  in  and  the  people  there  don’t  want 
them  there.  Can  you  imagine  sending  your  son  or  daughter 
over  there  to  protect  these  people?  (Mother) 

n “Why  should  we  be  fighting  other  people’s 
wars?”  (HSSR) 

□ There  was  some  feeling  that  it  was  easier  to  go  to 
college  now  and  that  they  did  not  need  the  military  to  obtain  an 
education. 


To  some  of  us,  these  comments  are  normal  attitudes 
and  beliefs  that  we  encounter  on  a daily  basis.  The 
secret  is  to  know  what  the  psychographics  are  in  your 
area  and  anticipate  the  objections.  Most  objections  are  simply  a 
request  for  more  information;  in  other  words,  you  have  not 
provided  the  prospect  with  enough  information  or  convictions 
to  accept  your  offer  of  an  enlistment  into  the  Army.  Exercise 
caution  in  determining  whether  the  objection  is  a misconception 
or  a true  belief.  Never  challenge  the  prospect’s  true  beliefs.  By 
preparing  and  gathering  information  to  reduce  the  resistance  of 
the  buyer,  whether  it’s  the  applicant  or  the  person  who  influ- 
ences the  applicant,  you  will  maximize  your  chances  for  success. 

Bottom  line  - listen  and  learn.  ^ 
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Working  the  college  market  pays 
dividends  for  Raleigh  Battalion 


by  Ed  Drohan 
Raleigh  Bn  A&PA 

A few  years  ago,  most  recruiters 
might  have  overlooked  George,  a senior 
in  a private  North  Carolina  college.  He 
didn’t  fit  into  what  was  then  the  primary 
market  for  recruiters. 

Fortunately  for  both  George  and  the 
Army,  that  isn’t  the  case  today.  Between 
a shrinking  number  of  high  school 
students  and  a booming  economy,  the 
Army  can’t  afford  to  overlook  people 
like  George. 

In  George’s  case,  an  ROTC  officer 
heard  him  talk  about  the  Army  and 
referred  him  to  a recruiter,  who  quickly 
got  him  to  take  the  test,  physical,  and 
enlist  in  the  DEP.  After  graduation, 
George  leaves  for  basic  training  and  will 
have  more  than  $20,000  in  student 
loans  repaid  while  he  serves  as  a 
military  policeman. 

George  isn’t  an  isolated  case  in 
Raleigh  since  they  developed  and 
instituted  a plan  to  actively  pursue 
people  like  him  - college  students  who 
will  either  graduate  in  the  near  future  or 
who  have  recently  graduated.  It’s  a fairly 
new  plan  that  is  already  paying  divi- 
dends for  the  battalion. 

“When  I got  here,  we  put  in  about  160 
high  grads  - those  with  a minimum  of  30 
hours  of  college  - a year,”  former 
battalion  commander,  ETC  Richard  H. 
Parker,  who  departed  in  June,  said.  “This 
year  we’ve  put  in  242  through  end-of- 
month  May,  and  we’ll  probably  end  up 
close  to  400  for  the  year.” 

Aceording  to  Parker,  the  biggest 
reason  for  the  dramatic  increase  in  high 
grad  enlistments  over  the  past  1 8 months 
is  the  fact  that  the  battalion  developed  a 
plan  to  work  the  college  market,  trained 
the  people,  and  then  implemented  it.  He 
attributed  its  success  to  several  things. 

“The  first  and  foremost  key  to  success 
is  leadership  involvement,”  Parker  said. 
“That  means  the  company  commanders 
and  the  battalion  eommander  have  to  be 
out  there  on  the  campuses  leading  the 
fight.  They  have  to  help  sell  the  COI, 
help  get  the  focused  lists  and  COI 


referrals.  They  just  can’t  tell  the 
recruiters  to  go  do  it.” 

In  Raleigh’s  case,  both  the  company 
commanders  and  reeruiters  identified  to 
work  the  college  market  were  properly 
trained.  Many  of  the  company  command- 
ers were  commissioned  through  OCS 
and  had  never  really  lived  in  a campus 
environment  before. 

Two  recruiters  - one  RA  and  one 
Reserve  - were  selected  in  each  com- 
pany to  attend  formal  training  along 
with  the  company  commander  on 
college  recruiting.  They  then  went  into 
each  station  to  train  the  recruiters 
responsible  for  colleges  in  their  areas. 
On  average,  two  people  were  trained  in 
each  large  station  and  one  in  each  small 
station. 

If  possible,  the  training  should  take 
place  on  the  college  campus,  Parker  said. 
In  one  case,  several  recruiters  were 
trained  and  then  briefed  the  school’s 
chancellor  on  Army  programs  and 
benefits.  The  chancellor  was  very 
impressed  with  the  presentation  since  he 
knew  little  about  those  programs,  and  the 
recruiters  gained  another  COI. 

Barriers  also  had  to  be  broken,  both 
on  the  part  of  the  colleges  and  the 
recruiters  themselves,  Parker  said. 

“Our  first  goal  on-campus  is  to 
remove  the  threat,”  Parker  said.  “We 
have  to  let  the  college  know  we’re  not 
here  to  pull  people  out  of  school.  Our 
primary  goal  is  the  eollege  graduate. 
Second,  are  the  people  who  can  enlist  in 
the  reserves  to  help  pay  their  way 
through  college.  But  if  there  is  some- 
body who  has  to  leave  school,  we  are 
there  to  help  him  or  her,  too.” 

Some  recruiters  are  intimidated  by  the 
thought  of  going  into  the  colleges, 
Raleigh  Company  1 SG  Mark  Czarnecki 
said.  Raleigh  Company  has  the  lion’s 
share  of  the  colleges  in  the  battalion. 

“I  try  to  tell  them  they  shouldn’t  be 
intimidated,”  Czarnecki  said.  “I  tell  them 
to  look  down  at  the  awards  on  their 
chest.  That’s  something  to  be  proud  of. 
The  average  guy  graduates  college  at  22 
or  23.  If  you  take  the  average  soldier 
who’s  22  or  23,  they’ve  been  around  the 


block  some.  They’re  a well-rounded 
individual.” 

One  thing  Parker  said  shouldn’t 
happen  is  having  a flood  of  recruiters 
wandering  around  the  campus  trying  to 
recruit  through  face-to-face  contact. 
This  can  make  college  administrators 
think  we  are  trying  to  pull  students  out 
of  the  classrooms  to  enlist  - something 
that  can  make  them  very  defensive  and 
is  a waste  of  the  recruiter’s  time.  It’s 
much  easier  and  more  produetive  to 
work  with  the  infrastructure  already  in 
place,  especially  ROTC  units. 

“Once  all  our  people  were  trained 
and  we  developed  our  plan,  we  went  in 
and  tried  to  get  our  focused  lists,” 
Parker  said.  “You  can  work  with  your 
CONAP  representative  and  the  ROTC 
department  because  they  are  already 
there.  They  can  help  you  meet  the 
people  you  need  to  get  those  lists.” 

A recent  addition  to  Raleigh’s 
college  recruiting  efforts  is  the  on- 
campus  recruiter.  The  battalion  had  two 
in  place  in  early  2000,  seven  more  in 
July,  and  a final  one  in  December. 

According  to  Parker  the  on-campus 
recruiters  are  an  extension  of  the 
overall  college  marketing  plan.  They 
have  become  partners  with  the  people 
already  in  place  and  accepted  by  the 
colleges  - the  ROTC  departments  - 
and  are  both  helping  the  ROTC  in  their 
recruiting  efforts  and  getting  help  from 
ROTC  in  the  form  of  network  develop- 
ment. 

Being  assigned  to  the  ROTC 
department  can  also  pay  other  divi- 
dends, SFC  Tommy  Spencer,  the  on- 
campus  recruiter  at  the  University  of 
North  Carolina  at  Charlotte,  said, 
especially  since  they  have  usually 
already  developed  a network  of  people 
on  the  campus. 

“You  have  to  network.  You  need 
other  people  on  the  campus  to  work 
with  you,”  Spencer  said. 

Innovations  have  helped  Raleigh 
Battalion  more  than  double  the  number 
of  college  graduates  enlisting  in  the 
Army,  and  Parker  said  he  only  sees  it 
improving  even  more. 

“Raleigh  Battalion  has  shown  a lot 
of  improvement  and  success  in  this 
market,  and  I only  see  it  taking  off  from 
here  on  out,”  he  said.  33 
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Army  offers  Abron  new  life  after  boxing 


By  Tim  Hipps 

US  Army  Community  and  Family  Support 

Although  DeAndrey  Abron’s  dream  of  representing  the  US 
Army  in  the  2000  Summer  Olympic  Games  died  in  the  US 
Olympic  Boxing  Team  Trials  at  Tampa,  Fla.,  in  February, 
reasons  for  serving  his  country  were  magnified  in  the  Sunshine 
State,  where  he  split  a pair  of  decisions  with  1999  World 
Champion  Michael  Simms  Jr. 

“There’s  no  telling  where  I would’ve  been  if  I wasn’t  in  the 
Army  right  now,’’  said  Abron,  27,  a military  policeman  and 
nine-year  Army  veteran  from  Youngstown,  Ohio.  “I  came  in 
straight  out  of  high 
school  and  several  years 
later  began  boxing  and 
winning  a lot  of  tourna- 
ments in  Germany.  Then 
my  commander  told  me 
that  he  wanted  me  to 
become  All-Army  and  go 
against  the  best. 

“Honestly,  had  I not 
come  into  the  military,  I 
might’ve  been  dead  or  in 
jail  right  now  because  of 
the  path  I was  heading. 

The  Army  has  taught  me 
how  to  be  a man  and  be 
responsible  for  myself.  It 
pretty  much  turned  my 
life  around.  Now  I have 
two  beautiful  kids  who  I 
would  do  anything  in  the 
world  for.  And  the  Army 
has  given  me  a way  to 
take  care  of  my  family.  If 
I don’t  box,  I have  the 
skills  to  be  a police 
officer.  The  Army  has 
given  me  so  many 
options  in  life  right  now 
that  it’s  unbelievable.” 

Abron  didn’t  make  the  2000  Olympic  boxing  team,  but  he 
knows  that  he  can  turn  pro  in  the  ring,  become  a police  officer 
or  work  in  corrections.  He  may  opt  to  stay  with  and  retire  from 
the  Army  at  age  38. 

“Not  many  guys  can  do  that,”  Abron  said.  “And  when  I 
came  in,  I had  nothing  but  the  streets.  Once  the  steel  mills  shut 
down  in  Ohio,  I didn’t  have  anything.  Jobs  were  scarce,  and 
there  was  nothing  there  but  crime,  and  it  was  most  definitely 
hard  to  avoid.  We  had  armed  police  officers  in  our  school  and 
metal  detectors  in  our  classrooms  all  the  time,  24/7.  Now,  I 
pretty  much  have  a life  with  options.” 


When  Abron  climbed  from  the  ring  after  losing  a semifinal 
bout  against  Army  teammate  Olanda  Anderson  in  the  US 
Nationals  at  the  US  Olympic  Training  Center  in  Colorado 
Springs,  Colo.,  he  quickly  embraced  his  four-month  old 
daughter,  Andreya.  He  also  has  an  eight-year-old  son  named 
DeAndrey. 

“It  was  fun,  but  we  went  out  there  and  messed  around,” 
Abron  said  of  meeting  Anderson.  “We  didn’t  give  the  fans  what 
they  deserved  for  a national  championship  fight.  Sparring 
against  your  own  teammates,  it  gets  old  after  awhile.  And  we 
know  at  any  time  we  can  hurt  each  other  seriously.  Once  we 
found  out  which  Anderson  and  which  Abron  was  going  to  show 
up,  we  knew  we  had  a good  fight  on  our  hands.” 

Both  boxers  left  all  in  the  ring. 

We’re  teammates,  but 
we  both  wanted  to  win,” 
Abron  said.  “We  both 
want  to  fight  [Michael] 
Simms,  and  we  both 
want  to  be  No.  1 . This 
hurts  because  I know  I 
could’ve  done  better,  and 
I did  everything  I could 
to  get  here.” 

As  much  love  as 
Anderson  and  Abron 
share  for  one  another, 
both  say  it’s  “nothing  but 
business”  once  they  get 
into  the  ring. 

“If  my  mother  stepped 
into  the  ring,  I would  beg 
her  not  to,  but  once  the 
bell  rings.  I’m  going  to 
try  to  take  her  head  off,” 
admitted  Abron,  who 
began  boxing  Just  three 
years  ago.  “I  would 
apologize  to  her,  say 
‘Mom,  I’m  sorry,  but 
I’ve  got  to  take  you  out 
because  you’ve  got  my 
spot.’  And  when  it  comes  time  for  Simms,  it  gets  real  personal. 
He’s  the  world  champion,  but  he  tries  to  put  the  Army  down. 

He  thinks  he’s  better  than  us.” 

Abron  wasn’t  done  at  nationals.  He  advanced  to  the  US 
Olympic  Team  Trials  in  Tampa,  where  he  got  not  one  but  two 
shots  at  1999  World  Champion  Michael  Simms  Jr.  He  knocked 
Simms  into  the  challengers’  bracket,  and  eventually  lost  to  him 
in  the  challengers’  semis. 

“I  wanted  to  win  it  for  more  than  the  American  dream  and 
the  money,”  Abron  said.  “To  me,  it  was  about  a sense  of  self- 
pride. I wanted  to  represent  my  country  and  my  Army  team 
also.” 


‘7  wanted  to  win  it  for  more  than  the  Ameri- 
can dream  and  the  money Abron  said.  **To 
me,  it  was  about  a sense  of  self-pride.  I wanted 
to  represent  my  country  and  my  Army  team 
also,  ” said  Abron. 


Top  Left:  Abron  after  the  defeat  with  Michael 
Simms  Jr.  Top  right:  Abron  finds  solace  after  the 
bout  by  holding  four-month-old  daughter,  Andreya. 
Bottom:  Abron  getting  a pep-talk  from  his  coach. 
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Recruiting. . .NASCAR  style 


by  Ed  Drohan 
Raleigh  Battalion  A&PA 

Charlotte  Company  recruiters  might  not 
have  been  behind  the  wheel,  but  they  were 
definitely  showing  their  stuff  at  Lowe’s 
Motor  Speedway  in  Concord,  N.C.,  May 
27  and  28. 

Recruiters  were  out  in  force  for  the 
events  leading  up  to  NASCAR’s  Coca-Cola 
600  race,  one  of  the  largest  and  most  popu- 
lar races  on  the  Winston  Cup  circuit.  They 
had  booths  set  up  for  Food  Lion  Speed 
Streets,  a three-day  event  that  drew  as 
many  as  400,000  to  uptown  Charlotte  for 
racing  and  vendor  displays,  and  manned  a 
recruiting  booth  at  the  track  over  the  Me- 
morial Day  weekend.  More  than  90,000 
people  attended  the  Busch  Grand  National 
race  on  Saturday,  and  more  than  1 80,000 
packed  the  grandstands  and  infield  for 
Sunday’s  600-mile  stock  car  race. 

Recruiters  from  all  services  were  spe- 
cifically invited  to  participate  in  the  events, 
which  are  billed  as  Speed  Weeks  in  the  lo- 
cal area,  since  both  NASCAR  and  Lowe’s 


Motor  Speedway  were  paying  tribute  to 
the  Armed  Forces  that  weekend.  As  part 
of  that  theme,  five  racing  teams  volun- 
teered to  have  their  cars  - normally  cov- 
ered with  logos  that  generate  millions  of 
dollars  in  advertising  revenues  for  the 
teams  - painted  with  designs  represent- 
ing each  of  the  five  armed  services. 

Richard  Childress  Racing,  owner  of  the 
Number  3 1 Lowe’s  Home  Improvement  car 
was  driven  by  Mike  Skinner,  with  a spe- 
cial paint  scheme  that  included  an  M-1 
Abrams  tank  behind  the  word  “Army”  on 
the  hood  of  the  car,  and  a large  eagle 
painted  on  either  side.  The  team  also  pro- 
vided a show  car  - identical  to  the  one 
that  ran  the  race  and  eventually  finished 
seventh  - that  recruiters  displayed  at  their 
booth  outside  the  track  to  draw  visitors. 
The  show  car  will  continue  to  generate 
interest  as  it  tours  the  United  States  over 
the  next  several  weeks. 

According  to  Charlotte  Company  ISG 
Jeffrey  Webster,  the  company’s  recruiters 
also  used  the  average  NASCAR  fan’s  de- 


sire for  collectable  memorabilia  and  T- 
shirts  imprinted  with  their  favorite  driver 
or  car  to  help  generate  leads. 

Webster  was  able  to  obtain  a T-shirt 
featuring  the  Number  3 1 Army  car  and 
two  die-cast  miniature  versions  of  it,  all 
of  which  are  prized  by  collectors.  They 
then  offered  them  as  give-aways  to  en- 
tice people  to  fill  out  leads  cards. 

While  many  of  the  leads  generated 
through  the  raffle  were  not  from  qualified 
people,  it  did  generate  more  interest  in 
the  Army  display  and  more  public  aware- 
ness of  the  Army’s  presence.  Some  of  the 
activities  during  Sunday’s  pre-race  show 
inside  the  track  also  generated  tremen- 
dous interest  and  awareness  of  the  Army 
in  general,  and  of  the  recruiters  in  particu- 
lar. 

Part  of  that  show  also  included  Apache 
and  Kiowa  helicopter  fly-bys  and  soldiers 
from  Fort  Bragg’s  82nd  Airborne  Division 
carrying  a large  Army  flag  onto  the  track. 
More  than  a dozen  young  men  and  women 
received  their  oath  of  enlistment  from 


HMMWVs  from  Fort  Bragg’s  82nd  Airborne  Division  escorted  the  Number  31  Army  car,  later  driven  by  Mike  Skinner  to  a 
seventh  place  finish,  onto  the  track  at  Lowe’s  Motor  Speedway  May  28  during  pre-race  festivities  for  the  Coca-Cola  600. 
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Easttown,  N.C.,  station  commander  SFC  Sherman 
Adkins  and  Chariotte  Company  1SG  Jeffrey 
Webster  wait  with  severai  recruiters  and  DEP 
soldiers  for  their  chance  to  take  the  oath  of  en- 
listment from  Air  Force  Vice  Chief  of  Staff  GEN 
John  W.  Handy.  More  than  180,000  people  were 
on  hand  that  Sunday  at  Lowe’s  Motor  Speedway 
in  Concord,  N.C.,  for  NASCAR’s  Coca-Cola  600 
race  and  the  track’s  salute  to  the  military 
services. 


GEN  John  W.  Handy,  Air  Force  vice  chief 
of  staff,  and  were  congratulated  by  XVIII 
Airborne  Corps  and  Fort  Bragg  Com- 
mander LTG  William  F.  Keman  in  front  of 
thousands  of  race  fans. 

While  coordination  for  the  race  events 
took  several  weeks  and  left  many  of  the 
company’s  recruiters  working  over  the 
Memorial  Day  weekend,  Webster  said  it 
was  an  overall  success.  They  did  receive 
some  leads,  but  there  are  also  a lot  of 
people  out  there  who  are  more  aware  than 
ever  of  the  Army  - even  if  they  don’t  drive 
1 80  mph  while  they  work, 


■IS 


The  Army  show  car,  courtesy  of  Richard 
Childress  Racing,  drew  crowds  to  the 
recruiting  pavilion  outside  the  race  track 
throughout  the  weekend. 


Statesville,  N.C., 
recruiter  SSG 
Dale  Hissim,  left, 
and  Easttown 
recruiter  SGT 
Jamie  Walker 
help  people  fill 
out  leads  cards 
outside  Lowe’s 
Motor  Speed- 
way. 


ur 


XVIII  Airborne  Corps  and  Fort  Bragg  Com- 
mander LTG  William  F.  Kernan  congratulates 
the  Army  DEP  soldiers  on  the  track  at  Lowe’s 
Motor  Speedway  moments  after  they  re- 
ceived the  oath  of  enlistment  from  Air  Force 
Vice  Chief  of  Staff  GEN  John  W.  Handy  in  front 
of  thousands  of  race  fans. 
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story  by  Tom  Tiernan 
USAREC  Promotions  and  Event 
Marketing  Manager 

A tidal  wave  of  events  and  ceremonies 
rolled  across  the  country  June  14  as  Re- 
cruiting Command  led  the  nation  in  the  larg- 
est celebration  of  the  Army’s  birthday  ever 
held. 

From  sun-up  in  New  York’s  Time  Square 
to  sundown  at  San  Diego’s  Qualcom  Park, 
more  than  four  million  Americans  helped 
the  Army  celebrate  its  225“’  birthday  at  more 
than  1600  events  including  cake  cutting 
ceremonies,  baseball  games,  and  proclama- 
tion signings.  Another  58  million  heard 
about  the  events  through  news  media 
coverage. 

“The  number  of  people  who  either 
participated  in  Army  birthday  events  or 
heard  about  them  through  the  news 
media  is  staggering,”  stated  COL  Kevin 
Kelley,  Director  of  Advertising  and  Pub- 
lic Affairs,  US  Army  Recruiting  Com- 
mand. “So  far  we  know  that  62  million 
Americans  in  every  comer  of  the  nation 
were  touched  by  Army  birthday.  As  we 
continue  to  get  feedback  on  media  cov- 
erage, we  expect  that  number  to  grow 
even  higher.” 

As  the  nation  woke  up  and  tuned  in 
to  their  favorite  morning  news  program, 
they  became  instant  participants  in  the 
birthday  celebration. 

On  NBC’s  “Today  Show,”  viewers 
watched  as  news  anchor  Ann  Curry 
made  a tandem  jump  with  the  Golden 
Knights  at  Fort  Bragg,  N.C.  At  the  end 
of  the  show  New  York  City  Battalion  re- 
cmiter,  SFC  Denise  Hazel,  presented  co- 
host Matt  Lauer  an  American  flag  that  was 
flown  over  the  US  Capitol  in  honor  of  the 
Army  birthday. 

Those  tuning  in  to  ABC’s  “Good  Morn- 
ing America”  watched  as  Secretary  of  the 
Army,  Louis  Caldera,  and  weatherman  Tony 
Perkins  cut  a life-size  Humvee  cake  in  Times 
Square  as  members  of  the  Army  Field  Band 
Brass  Quintet  and  singers  from  the  USO 
Troupe  led  recmiters  and  New  Yorkers  in 
singing  “Happy  Birthday.”  Each  time 
Perkins  returned  for  a weather  update,  he 
did  it  beside  the  cake  as  it  was  being  dis- 
tributed to  passersby. 

Drill  and  ceremonies  was  the  order  of 
the  day  at  CBS  as  nine  members  of  the  US 
Army  Drill  Team  performed  live  on  the  “Early 
Show.”  The  group  was  introduced  by  MG 
Evan  R.  Gaddis,  USAREC  commanding  gen- 


eral, who  also  spoke  with  weatherman 
Mark  McEwen  about  the  history  of  the 
Army. 

News  broadcasts  throughout  the  day 
also  carried  footage  of  Caldera  and  Ser- 
geant Major  of  the  Army  Robert  Hall  ring- 
ing the  opening  bell  at  the  New  York  Stock 
Exchange.  A birthday  cake  was  also  cut  on 
the  trading  floor  where  recruiters  from  the 
New  York  City  Battalion  distributed  flags 
and  cake  with  traders. 

All  across  the  nation,  it  was  Army  Day 
as  45  states  and  over  800  cities  recognized 


the  contributions  soldiers  have  made  to 
the  nation  with  proclamations  and  ceremo- 
nies. Adding  to  the  festivities  nearly  1,500 
cake  cutting  ceremonies  were  held  at  re- 
cruiting stations,  companies,  and  battal- 
ions. 

The  birthday  was  also  observed  at  13 
major  league  and  19  minor  baseball  stadi- 
ums. In  New  York,  General  John  Keane, 
Army  Vice  Chief  of  Staff,  threw  out  the  first 
pitch  at  Yankee  Stadium  where  he  played 
Little  League  baseball  as  a child.  The 
Golden  Knights  Gold  Team  added  to  the 
festivities  at  the  Yankees  game  while  their 
counterparts  on  the  Black  Team  wowed 
spectators  at  the  San  Diego  Padres  game. 

While  the  events  in  New  York  City 
helped  bring  national  attention  to  the  birth- 
day, it  was  the  thousands  of  local  events 
which  carried  the  story  to  millions  right  in 


their  hometowns.  Some  examples: 

In  Portland,  Maine,  recruiters  invited 
students  from  the  Portland  Arts  and  Tech- 
nology High  School  to  paint  a mural  in  their 
recruiting  station.  The  Speaker  of  the  Maine 
House  of  Representatives  presided  at  the 
unveiling  and  Army  birthday  ceremony. 

Recruiters  from  the  Jacksonville  North 
Station  took  Army  birthday  cakes  to  the 
afternoon  disc  jockeys  on  WPLA-FM  ra- 
dio. The  DJs  sang  “Happy  Birthday”  to 
the  Army  and  interviewed  the  recruiters 
about  the  Army’s  history  and  current  edu- 
cational opportunities. 

It  was  a huge  celebration  at  India- 
napolis’ Monument  Circle  where  hun- 
dreds gathered  for  free  samples  of  sub 
sandwiches  and  birthday  cake.  The 
event  was  aided  by  a live  radio  broad- 
cast that  encouraged  listeners  to  join 
in  the  festivities.  The  day  before  the 
event,  the  battalion  delivered  cakes  to 
the  three  local  morning  shows  which 
all  promoted  the  event. 

In  America’s  heartland,  the  Army 
celebration  in  Arnold,  Mo.,  included 
the  presentation  of  the  Bronze  Star  and 
the  Purple  Heart  to  a local  veteran  in 
honor  of  his  service  during  World 
Warn. 

Recruiters  in  Cascade,  Wash., 
worked  with  their  local  Job  Corps  to 
have  their  students  bake  a large  Army 
Birthday  and  Flag  Day  cake  that  was 
displayed  and  served  up  at  Cascade 
Mall. 

“The  number  and  variety  of  events  held 
are  a tribute  to  the  creativity  and  dedica- 
tion of  the  recruiters  and  Advertising  and 
Public  Affairs  folks  in  our  battalions  and 
brigades,”  commented  Kelley.  “They  are 
the  ones  who  made  this  event  such  a suc- 
cess.” 

Although  June  14  was  the  centerpiece 
of  Operation  Sea  to  Shining  Sea,  the 
command’s  celebration  kicked  off  May  6 at 
the  Fort  Lauderdale  Sea  and  Air  Show 
where  more  than  three  million  people  turned 
out.  Also  part  of  the  celebration,  the  Coca- 
Cola  600  where  driver  Mike  Skinner  repre- 
sented the  Army.  The  Army  car  finished 
seventh  in  the  race  besting  all  the  other 
service  cars.  A replica  of  the  car  has  been 
touring  the  country  since  the  race. 

USAREC’s  celebration  of  Army  birth- 
day will  continue  through  Veterans  Day.  33 


photo  by  Ray  Graham 


The  Kapolei,  Hawaii  recruiting  team  prepares 
to  celebrate  the  Army’s  225th  Birthday  on  14 
June.  From  left:  Army  Reserve  recruiter  SSG 
Greg  Okimoto,  Army  Recruiters  SSG  Jerry 
Solivio,  SSG  Aaron  Ellegard,  SSG  Leo  K.  Mier 
and  Army  Reserve  RecruiterSSG  Benjamin 
Charbonier. 
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Left:  (Left  to  Right)  RFC 
Heather  Chaudoin,  MS'"  Re- 
serve Unit,  joins  Dallas  Mayor 
Ron  Kirk  and  LTC  Ernest  A. 
Tafoya  in  parting  the  cake. 

(photo  by  Jesse  Garcia,  Dallas  Bn.) 


Right:  GEN  John  Keane,  a 
native  New  Yorker  and  the 
Army’s  Vice  Chief  of  Staff, 
shows  his  excitement  af- 
ter throwing  out  the  cer- 
emonial first  pitch  at  Yan- 
kee Stadium  on  Army  Day 
in  New  York  City  as  pro- 
claimed by  Mayor  Rudy 
Giuliani,  (photo  by  Chet  Marcus.) 


Left:  The  Honorable  Lee  P. 
Brown,  Mayor  of  the  City  of 
Houston,  reads  his  city’s 
proclamation  to  the  audi- 
ence celebrating  the  Army’s 
225th  Birthday  as  LTC 
Cornell  T.  McGhee  (left), 
Houston  battalion  com- 
mander, looks  on.  Color 
Guard  provided  by  Greens 
Road  Recruiting  Station, 
North  Company,  (photo  by  wiii- 
lam  C.  Grimes,  A&PA) 


Above  right:  ABC-TV  network’s  “Good  Morning 

America”  celebrity  weatherman,  Tony  Perkins,  holds 
the  saber  with  Secretary  of  the  Army  Louis  Caldera, 
with  Sergeant  Major  of  the  Army  Robert  Hall  looking 
on,  during  the  Army’s  225th  Birthday  festivities  at  the 
Times  Square  Recruiting  Station  just  outside  ABC’s 
studio,  (photo  by  Chet  Marcus.) 


Above:  The  Honorable  Lee  P.  Brown,  Mayor  of  the 
City  of  Houston,  presents  LTC  Cornell  T.  McGhee, 
Houston  battalion  commander,  with  the  city’s  proc- 
lamation celebrating  the  Army’s  225th  Birthday.  Color 
Guard  provided  by  Greens  Road  Recruiting  Station, 
North  Company,  (photo  by  Wllllam  C.  Grimes,  A&PA.) 


Below:  A member  of  the  US  Army  Golden  Knights 
precision  parachute  team  enters  Yankee  Stadium 
in  their  unique  fashion  as  part  of  opening  ceremo- 
nies, June  14th,  Army  Day  in  New  York  City  as  de- 
clared by  Mayor  Rudy  Giuliani,  (photo  by  chet  Marcus.) 


Above:  Honor  Guard  members  of  the  3d  US  Infantry,  MDW, 
post  the  Colors  during  “Army  Day”  pre-game  activities  at 
Yankee  Stadium  . ( photo  by  Chet  Marcus.) 
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Army/Junior  Achievement  program — 
a real  wIn-wIn  partnership 


story  by  Patricia  Leathern 
HQ  USARECA&PA 

The  Junior  Achievement  National 
Military  Role  Model  Program  is  a partner- 
ship between  the  Army  and  Junior 
Achievement,  Inc.  that  provides  recruit- 
ers with  opportunities  to  enter  high 
schools  and  mentor  students.  MG  Evan 
R.  Gaddis,  USAREC  commanding  general, 
officially  launched  JANMR  on  July  1 2 
when  he  signed  a Memorandum  of 
Understanding  with  JA.  The  event  was 
the  highlight  of  the  JA  National  Leader- 
ship Conference  in  Charlotte,  N.C. 

The  new  program  benefits  both 
parties.  Junior  Achievement,  Inc.  is  a 
nonprofit  organization  that  prepares 
students  for  the  world  of  work  by 
providing  a series  of  lessons  on  various 
subjects  pertaining  to  today’s  work 
environment.  Examples  of  the  subjects 
recruiters  may  teach  are  success  skills, 
leadership,  and  career  development.  JA 
reaches  nearly  four  million  students 
through  164  JA  offices  nationwide,  and 
one  million  students  in  nearly  100 
countries  worldwide.  While  participation 
in  JANMR  is  voluntary,  USAREC  is 
confident  that  recruiters  will  realize  the 
invaluable  opportunities  this  program 
provides  to  “reconnect  with  America.” 

JA  maintains  full-  and  part-time 
employees,  but  it  relies  on  volunteers  to 
teach  the  lessons  to  school  students. 
Recruiters  possess  presentation  skills 
and  life  experiences,  but  want  greater 
exposure  in  high  schools.  JANMR  is 
mutually  beneficial  because  JA  gets  its 
teachers,  and  recruiters  get  into  high 
schools. 

The  US  Army  Cadet  Command  is  also 
partnered  in  JANMR,  but  their  role  differs 
from  USAREC’s  role.  For  example, 

JROTC  students  are  volunteering  to 
teach  elementary  school  modules;  and 
ROTC  cadets  on  college  campuses  are 
teaching  middle-school  modules. 
USAREC  recruiters  teach  only  high 
school  modules.  The  National  Guard  and 
US  Army  Reserve  are  also  expected  to 


enter  into  JA  partnerships  later  this  year. 
Some  individual  units  already  participate. 

The  Army/JA  affiliation  has  been 
researched  and  tested.  In  1999,  JANMR 
pilot  programs  were  conducted  in  the 
Dallas,  Houston,  and  San  Antonio 
recruiting  battalions.  Interviews  with 
recruiters  who  participated  in  the  pilots 
indicate  the  program  was  well  received 
and  easy  to  implement.  They  also  found 
the  program  helped  increase  access  to 
high  schools. 


photo  by  Dianna  Phillips,  Raleigh  Bn 


MG  Gaddis,  MG  Stewart  W.  Wallace, 
CG  USACC,  and  Mr.  James  B.  Hayes, 
JA  President  and  CEO  individually  ad- 
dressed the  JA  National  Leadership 
Conference  in  Charlotte,  N.C. 

Here’s  how  the  program  works.  JA  is 
headquartered  in  Colorado  Springs, 
Colo.,  but  each  of  its  regional  offices  is 
an  individual  franchise  under  the  Junior 
Achievement,  Inc.  umbrella.  This  means 
that  regional  offices  make  a lot  of  their 
own  decisions  independent  of  JA  head- 
quarters. If  the  JA  office  in  your  area 
chooses  to  participate  in  JANMR,  local 
JA  personnel  will  first  contact  the  battal- 
ion Education  Services  Specialist  to 
coordinate  program  activities.  USAREC 
and  JA  both  know  the  schools  they  work 
in.  The  ESS  will  help  to  iden-tify  the 
schools  both  parties  have  in  common. 

A&PA  specialists  will  be  involved  in 
the  promotional  aspects  of  this  program. 


such  as  reporting  a JANMR  success 
story  to  the  Recruiter  Journal.  They  will 
work  with  battalion  commanders  to 
coordinate  teaching  schedules  during  the 
school  year.  USAREC  encourages 
company  commanders  to  support 
JANMR  participation,  and  to  oversee  the 
program  operation  in  his/her  unit. 

Junior  Achievement  provides  prepack- 
aged lesson  plans,  class  materials,  and 
instructor  training  by  qualified  JA 
personnel  to  recruiters  who  volunteer  to 
participate  in  JANMR.  Like  the  class- 
room lessons,  the  instructor  training, 
which  usually  involves  a four  to  six  hour 
session,  is  held  during  the  recruiter’s 
normal  work  hours.  Actually,  the 
recruiter’s  investment  of  time  to  the 
program  is  made  almost  entirely  during 
normal  recruiting  work  hours. 

Each  JA  lesson  the  recruiter  teaches 
consists  of  six  to  10  classes;  each  class 
lasts  about  an  hour.  That  means  the 
recruiter  will  have  one  hour  every  week 
for  six  to  10  weeks  to  interact  with  high 
school  students,  faculty,  and  personnel. 
The  hour-long  classes  give  the  recruiter 
enough  time  to  make  an  impression, 
develop  rapport,  and  establish  him/ 
herself  as  a role  model  in  today’s  Army. 
Another  great  advantage  of  the  program 
is  that  the  recruiter’s  repeated  appear- 
ances in  the  classroom,  before  the  same 
25  to  30  students — reinforce  the  recruit- 
ing message  and  the  positive  image  the 
recruiter  presents.  An  extra  bonus  is  that 
the  recruiter  will  develop  a new,  market- 
able skill. 

“This  is  a tremendous  program,”  said 
MG  Gaddis.  “American  soldiers  have 
learned  the  benefits  of  teamwork,  self- 
discipline  and  persistence  and  they  are 
willing  to  share  that  knowledge  with 
students  through  Junior  Achievement.” 

JANMR  is  supported  by  the  Depart- 
ment of  the  Army  and  US  Army  Recruit- 
ing Command.  Copies  of  the  CG’s  memo, 
the  JANMR  Program  Strategy,  and  copies 
of  JA  lesson  plan  materials  have  been 
sent  by  USAREC  HQ  to  brigade  and 
battalion  A&PA  personnel.  53 
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The  Way  I See  It 


Vision  implies  change.  Change  is  upon  us.  We  are 

better  off  to  participate  in  change  and  to  help  shape  it 
than  to  be  dragged  along  by  change.  You  can  help  shape 
the  future  and  make  it  better.  You  know  your  job  better 
than  anyone.  What  are  your  ideas  for  improving  opera- 
tions? Share  them  on  the  space  below  and  mail  this 
according  to  the  instructions  on  the  back  of  this  form, 
postage  free. 


Please  be  as  detailed  as  possible  when  citing 
examples  for  improvement.  Recruiters,  support  staff, 
and  family  members  are  encouraged  to  use  this  space  to 
voice  ideas  and  concerns.  If  you  desire  a direct  response 
to  your  comments  or  suggestions,  please  include  your 
name  and  address.  Names  are  not  required. 


Dear  Chief  of  Staff: 


Teamwork:  Working  together  as  a team,  we  can  Command.  All  forms  are  mailed  to  and  received  directly 
accomplish  more  than  working  as  individuals.  Share  by  the  USAREC  Chief  of  Staff,  Fort  Knox,  Ky. 

your  vision  for  the  future  of  the  US  Army  Recruiting 


HQ  USAREC  Fm  1825,  Rev  1 May  98  (Previous  editions  are  obsolete) 
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Fold  here  second  and  secure  with  tape 


DEPARTMENT  OF  THE  ARMY 
HEADQUARTERS 

U.S.  ARMY  RECRUITING  COMMAND 
FORT  KNOX,  KY  40121-2726 

OFFICIAL  BUSINESS 


BUSINESS  REPLY  MAIL 

FIRST-CLASS  MAIL  PERMIT  NO.  600  FORT  KNOX  KY 
POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 

ATTN:  RCCS  (CHIEF  OF  STAFF) 
COMMANDER 

US  ARMY  RECRUITING  COMMAND 
1307  3RD  AVE 

FORT  KNOX  KY  40121-9972 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 
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USAMU  shooters  win  10  of  the 
11  slots  on  2000  Olympic  Team 


story  and  photos  by 
Paula  J.  Randall  Pagan 

US  Army  Marksmanship  Unit  Public 
Affairs  Office 

Ten  soldiers  of  the  US  Army  Marks- 
manship Unit  will  be  leaving  for  Sydney, 
Australia,  Sept.  6 to  compete  in  the  2000 
Olympic  Games.  The  10  Army  shooters 
dominated  the  men’s  competition  in  the 
final  Olympic  Selection  Matches  in 
Atlanta  June  21  to  July  1 and  got  1 1 out 
of  the  20  male  slots  on  the  US  Olympic 
Shooting  Team. 

The  USAMU  soldiers  who  made  the 
2000  Olympic  Team  are: 

- MAJ  Michael  E.  Anti  of 
Winterville,  N.C.,  Free  Rifle  Three 
Position;  1992  Olympian 

- CRT  Glenn  A.  Dubis  of  Bethel 
Park,  Pa.,  Free  Rifle  Prone  and  Free 
Rifle  Three  Position,  1996,  1988  and 
1984  Olympian 

- SFC  Fance  D.  Dement  of  San 
Antonio,  Texas,  Running  Target,  first- 
time Olympian 

- SFC  James  Todd  Graves  of  Faurel, 
Miss.,  Skeet;  1996  and  1992  Olympian 

- SFC  Daryl  F.  Szarenski  of  Saginaw, 
Mich.,  Free  Pistol,  first-time  Olympian 

- SFC  Thomas  A.  Tamas  of  Colum- 
bus, Ga.,  Free  Rifle  Prone;  1992 
Olympic  alternate 

- SSG  Kenneth  A.  Johnson  of 
Marshfield,  Mass.,  Air  Rifle;  1996 
Olympic  alternate 

- SGT  Jason  A.  Parker  of  Omaha, 
Neb.,  Air  Rifle;  first-time  Olympian 

- SGT  Michael  E.  Schmidt  Jr.,  of 
Feon,  Iowa,  Skeet,  first-time  Olympian 

- SPC  William  H.  Keever  of 
Rutherfordton,  N.C.,  Double  Trap,  first- 
time Olympian. 

“All  the  soldiers  worked  very  hard 
and  we’re  all  very  excited  about  the 


Games,”  said 
USAMU  Deputy 
Commander 
Robert  W. 

Aylward.  “The 
fact  CPT  Dubis 
made  his  fourth 
Olympic  Team  is 
absolutely 
incredible.” 

The  USAMU 
International 
Rifle  shooters 
dominated  the 
Olympic 
Selection  Match 

taking  all  six  male  rifle  slots  on  the 
Olympic  Shooting  Team. 

“The  rifle  team  is  very  strong;  all  of 
them  have  a chance  to  medal.  They  have 
proven  this  by  shooting  the  scores  that 
are  necessary  to  win  in  the  Olympics,” 
said  William  E.  Krilling,  USAMU 
International  Rifle  Team  coach.  “Their 
attitude  is  positive  and  training  is  going 
very  well.  I’m  looking  forward  to  the 
competition  with  confidence.” 

The  men  of  the  USAMU  Shotgun 
Team  took  three  out  of  seven  Olympic 
slots. 

“Todd  Graves,  Mick  Schmidt,  and 
Bill  Keever  did  an  outstanding  job;  this 
is  the  result  of  hard  work,”  said  Burl 
Branham,  USAMU  Shotgun  Team 
coach.  “They  are  all  good  soldiers  and 
shooters.  I am  proud  to  work  with  them.” 

According  to  USAMU  International 
Pistol  Team  coach,  Frank  Briggs, 
Szarenski  is  completely  focused,  training 
hard,  and  ready  to  perform  in  Sydney. 

“Daryl  Szarenski  is  a true  champion,” 
Briggs  said.  “After  losing  a chance  to 


become  an  Olympian  in  Air  Pistol 
because  of  a pistol  malfunction,  he 
continued  on  in  true  Army  form  and 
performed  superbly  in  the  Free  Pistol 
trials  and  won  himself  an  Olympic 
slot.” 

“Lance  Dement  has  an  intense 
desire  to  shoot  extremely  well  - 
therefore  he  does,”  said  Troy  A. 
Lawton,  USAMU  Running  Target 
coach.  “Dement  is  a strong  champion. 
His  long  hours  of  high  quality  training 
and  commitment  to  excellence  has 
earned  him  this  spot  on  the  Olympic 
Team.” 

The  Olympics  will  be  held  Sept.  15 
to  Oct.  1 in  Sydney,  Australia.  After 
the  Opening  Ceremony  Sept.  15,  the 
Olympic  Shooting  Competition  will 
take  place  Sept.  16  to  23  at  the  Sydney 
International  Shooting  Centre  Park, 
which  has  a capacity  of  7,000  for  the 
Games.  The  Olympic  Closing 
Ceremony  is  Oct.  1 . 33 
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Recruiters  discuss  probi 


by  Rudi  Williams 
American  Forces  Press  Service 

Tlhe  department’s  top 
recruiters  spoke  their 
minds  recently  about  the 
good  and  bad  of  their 
business  and  made 

powerful  pitches  to  military  and  civilian 
DoD  officials. 

During  a roundtable  discussion  at 
the  Pentagon  with  Deputy  Defense 
Secretary  Rudy  de  Leon  and  others,  the 
recruiters  exchanged  ideas  and  informa- 
tion. They  addressed  what  DoD  calls  its 
five  most  pressing  recruiting  issues; 
access  to  high  schools,  spouses’ 
quality  of  life  program,  youth  attitudes 
toward  the  military,  recruiting  on  college 
campuses,  and  the  value  of  local  vs. 
national  media  advertising. 

Army  SSG  Feliece  Y.  Cortez  took  the 
lead  in  responding  to  the  high  school 
access  question.  Assigned  to  the 
recruiting  station  in  Anderson,  Ind., 
when  she  was  selected  as  Recruiter  of 
the  Year,  Cortez  is  now  with  the  Recruit 
the  Recruiter  Team,  US  Army  Recruiting 
Command,  Fort  Knox,  Ky. 

“What  is  access  — maybe  1 5 
minutes  in  a corner  during  lunch  hour?” 
she  asked.  “There  are  schools  that 
don’t  want  to  give  us  any  access  at  all, 
particularly  schools  in  well-to-do 
neighborhoods. 

“We  need  to  focus  on  what  we  can 
do  for  the  schools  instead  of  what 
schools  can  do  for  us,”  she  said.  “I 
didn’t  go  into  the  schools  as  if  I’m  just 
trying  to  recruit  — just  wanted  the 
students.  I went  in  as  if  I had  something 
to  offer  — I want  to  do  something  for 
them.” 

Cortez  said  only  the  Navy  has  a high 
school  ROTC  program  in  the  Anderson 
recruiting  area.  “Yes,  I put  in  all  the 
Navy  people,”  she  said.  The  room 
roared  with  laughter,  particularly  from 
her  Navy  counterparts. 


“Everybody  has  difficulty  getting 
into  public  high  schools.  They  consider 
‘access’  about  15  minutes  once  a 
month,”  said  Army  SFC  Elizabeth  Green, 
an  Army  Reserve  guidance  counselor  at 
the  Los  Angeles  Recruiting  Station.  She 
worked  her  way  into  schools  by 
acquainting  herself  with  teachers  and 
counselors  who  had  served  in  the 
military. 

“I  also  offered  to  help  in  the  schools, 
such  as  after-school  help  for  students 
with  math  and  reading,”  said  Green, 
who  served  in  various  supply  sergeant 
jobs  and  as  an  observer  and  controller, 
including  a tour  in  Somalia,  before 
becoming  a recruiter  in  May  1997. 

DoD  officials  present  asked  if  the  $75 
per  month  recruiters  are  authorized  for 
expenses  is  sufficient.  The  resounding 
response  was  “No.”  Some  recruiters 
don’t  file  for  reimbursement  because 
the  paperwork  is  so  time-consuming 
and  difficult  to  fill  out. 

Cortez  took  the  lead  again.  “They 
want  to  know  the  date,  time,  what  you 
ate,  where  you  ate  it  — everything  — 
so  it  gets  to  the  point  where  I just  say, 
keep  your  $75,”  she  said.  A former 
installation  postal  inspector,  Cortez  said 
naivete  caused  her  to  spend  too  much 
of  her  own  money  when  she  began 
recruiting. 

“At  first,  I didn’t  realize  that  I was 
spending  $150  or  more  a month,”  she 
told  the  gathering.  “So  I had  to  put  a 
limit  on  the  amount  I spent.  The  kids 
will  say,  ‘Hey,  Sergeant  Cortez,  if  you 
take  me  to  lunch,  I’ll  let  you  talk  to  me.’ 

I was  so  naive  that  I would  actually  take 
them  to  lunch.” 

She  also  bought  plaques  for 
principals  and  counselors  and  hob- 
nobbed with  the  mayor  and  school 
superintendent  to  build  rapport  in  the 
school  system  and  the  community. 

Air  Force  MSG  Rowena  Reitan  said 
her  job  is  tough  because  she  is  respon- 
sible for  filling  physician  and  dental 
vacancies  in  units  assigned  within 


the  4th  Air  Force. 

“Most  potential  recruits  are  con- 
cerned about  deployments.  Plus,  they 
can  make  three  times  more  on  the 
outside  than  they  can  in  the  Reserve,” 
said  Reitan,  assigned  to  an  Air  Force 
Reserve  Command  Recruiting  Squadron 
in  San  Antonio,  Texas.  “The  ones  I do 
recruit  join  mostly  because  of  patrio- 
tism. 

“They  really  enjoy  the  military, 
however,  they  want  to  explore  their 
options  on  the  civilian  side.” 

Most  of  her  recruits  are  physicians 
and  dentists  in  residence  training. 

“The  problem  we’re  encountering 
now  is  the  bonus,  loan  repayment,  and 
stipend  programs,”  she  told  the  panel. 
Coupled  with  that,  a lot  of  specialties 
for  doctors  and  dentists  have  been 
removed  from  the  recruitment  incentive 
program,  and  nurses  haven’t  been 
recruited  for  nearly  two  years,  she 
noted. 

“We’re  afraid  to  tell  our  recruits  that 
they’re  eligible  for  bonuses,  loan 
repayment  or  stipend  money  because 
there’s  no  guarantee,”  Reitan  said. 

Recruiting  is  fun  and  much  easier  for 
Air  Force  MSG  David  C.  Anderson,  who 
told  the  panel  that  Air  Force  quality  of 
life  is  his  big  selling  point. 

“I’m  lucky  to  recruit  near  Hickam  Air 
Force  Base  in  Hawaii,  because  I can  take 
potential  recruits  to  the  base  and  show 
them  things  like  the  old  and  new 
housing  area  and  the  brand  new 
commissary  and  base  exchange,”  said 
the  former  C- 1 30  aircraft  engine  me- 
chanic. “I  also  take  them  to  the  dining 
facility,  which  is  like  eating  in  a restau- 
rant. And  I tell  them  the  doctors  are 
there  for  us  and  that  TRICARE  works.” 

Using  Anderson’s  remarks  as  an 
entree  into  TRICARE,  de  Leon  assured 
the  recruiters  that  DoD  is  trying  to  fix 
TRICARE  Remote  so  it  works  for  them. 

“If  there  is  no  military  treatment 
facility  near  where  recruiters  work,  we’ll 
buy  you  a benefit  in  the  local  market  — 
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ns  with  top  DoD  officials 


Blue  Cross,  Kaiser  or  another  insur- 
ance,” he  promised  the  recruiters.  “This 
is  one  of  several  initiatives  for 
TRICARE  Remote  to  ensure  that 
recruiters  are  taken  care  of.” 

Navy  Petty  Officer  1st  Class  Martin 
Colon  credits  advertising  for  the 


college  benefits  that  the  Navy  offers  are 
great,”  he  said. 

College  tuition  isn’t  the  drawing  card 
it  used  to  be,  warned  Charles  L.  Cragin, 
assistant  secretary  of  defense  for 
reserve  affairs.  “College  tuition  pro- 


have  to  rely  on  their  personality 
because  “we  don’t  get  enough  adver- 
tisement. We  get  the  advertisement 
when  it  comes  to  a disaster,  and  that’s 
unfortunate.” 

“We  have  no  problems  going  into 
schools  because  of  the  way  we 


photo  by  Rudi  Williams 


A panel  of  top  DoD  officials  listened  to  comments  by  the  services’  top  military  recruiters  during  a roundtable  discussion  at  the 
Pentagon.  From  left  to  right  are  Alphonso  Maldon  Jr.,  assistant  secretary  of  defense  for  forces  management  policy;  Navy 
Secretary  Richard  Danzig;  Deputy  Defense  Secretary  Rudy  de  Leon;  and  Carol  DiBattiste,  undersecretary  of  the  Air  Force. 
Charles  L.  Cragin,  assistant  secretary  of  defense  for  reserve  affairs,  was  also  on  the  panel. 


success  the  Navy  and  Marine  Corps  are 
having  in  recruiting.  “There  has  been  a 
lot  more  advertising  since  I became  a 
recruiter  three  years  ago,  and  it  gener- 
ates a lot  of  attention,”  he  said. 

Colon,  Navy  Recruiting  District  New 
York  rookie  of  the  year  for  1 998-99  and 
enlisted  recruiter  of  the  year  for  1999, 
said  he  finds  many  potential  recruits 
want  to  get  into  computers  or  electron- 
ics, but  many  don’t  qualify. 

He  said  he’s  also  surprised  by  the 
number  of  young  people  who  join 
because  they’re  looking  for  discipline. 

“It’s  good  to  have  a young  man 
come  to  your  office  and  tell  you,  T 
would  like  to  join  the  Navy  because  I 
need  some  discipline  in  life.’  The 


grams  used  to  be  the  gold  standard  of 
military  recruiting,”  he  noted.  “Now, 
most  states  have  programs  for  high 
school  graduates  to  attend  some  form 
of  college.  The  demographics  also 
changed.  In  1997,  there  were  five  million 
fewer  in  the  pool  of  1 8 to  22  year-olds 
than  during  the  buildup  in  the  ’80s.  But 
that  number  is  starting  to  come  back 
up.” 

Retired  New  York  City  police  officer 
and  Coast  Guard  Chief  Petty  Officer 
Gregory  J.  Satchwell  said  most  of  his 
recruits  join  because  of  the  Coast  Guard 
mission.  His  fellow  Recruiter  of  the  Year, 
Petty  Officer  1st  Class  Isabel  S. 
Caporale,  said  Coast  Guard  recruiters 


approach  them,”  said  Caporale,  who  is 
credited  with  achieving  108  percent  of 
the  recruitment  goal  at  Newark,  N.J., 
making  the  recruiting  station  the  Coast 
Guard’s  best  performer  in  1 999.  “If  we 
had  all  the  benefits  that  the  other 
services  have,  we  would  be  way  up 
there.  We  don’t  have  a lot,  but  we’re 
very  successful.” 

Other  panel  members  included 
Alphonso  Maldon  Jr.,  assistant 
secretary  of  defense  for  forces  manage- 
ment policy;  Navy  Vice  Adm.  Patricia  A. 
Tracey,  deputy  assistant  secretary  of 
defense  for  military  personnel  policy; 
Carol  DiBattiste,  undersecretary  of  the 
Air  Force;  and  the  service  secretaries  or 
their  representatives. 
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Army  University  Access  Online 

The  Army’s  new  distance  learning  program 


by  Kathy  Hoffman 
Army  News  Service 

Secretary  of  the  Army  Louis  Caldera 
announced  on  July  10,  2000,  a $600 
million  distance-learning  initiative  to  help 
soldiers  complete  college  “anytime, 
anyplace,  anywhere  they  can  take  their 
laptop.” 

Caldera  called  on  colleges  and 
universities,  Internet  companies,  hard- 
ware and  software  companies  and  others 
to  prepare  and  submit  bids  to  the  Army 
offering  technology  and  extensive 
curriculum  for  soldiers. 

The  resulting  program  - Army  Univer- 
sity Access  Online  - is  expected  to  help 
soldiers  to  obtain  college  degrees  or 
technical  certifications  through  Internet- 
based  courses  while  they  serve  using 
laptop  computers  and  vastly  expanded 
learning  opportunities. 

“The  Army’s  greatest  competition  in 
recruiting  and  retaining  soldiers  is  not  the 
hot  economy  but  the  desire  for  and 
availability  of  higher  education  to  today’s 
young  people,”  said  Caldera. 

Making  the  announcement  at 
Washington’s  high-tech  Ronald  Reagan 
Building,  Caldera  said  the  revolutionary 
distance-learning  program  will  run 
initially  at  two  or  three  selected  installa- 
tions to  be  announced  later  this  summer. 

Distance  learning  is  an  increasingly 
popular  form  of  schooling  that  uses 
communications  technologies  to  harness 
the  vast  array  of  educational  resources 
available  and  stimulates  the  development 
of  life-long  learning  skills. 

The  Army  has  budgeted  nearly  $50 
million  for  AUAO  and  its  website, 
eARMYU.com,  in  Fiscal  Year  2001,  with 
another  $550  million  over  the  next  five 
years.  Caldera’s  goal  is  to  see  the 
program  implemented  Army-wide. 

The  potential  to  reach  students  is 
overwhelming  at  one  million-plus 
possible  students.  The  program  will  be 
available  to  all  active-duty.  Reserve  and 
National  Guard  members.  Soldiers  will  be 
provided  with  such  resources  as  tuition 
assistance,  textbooks,  laptops,  printers, 
Internet  access,  academic  counseling,  a 
help  desk,  course  offerings  and  a 
command  climate  that  creates  a true  life- 
long learning  community. 


Expansion  of  the  program  could 
eventually  make  it  available  to  Army 
families  as  well. 

Caldera  will  host  an  Industry  Day 
Aug.  2,  also  at  the  Reagan  Building,  to 
seek  ways  to  achieve  the  plan.  A 
preliminary  Request  for  Proposal  will  be 
issued  Aug.  1 1 to  prospective  industry 
and  education  providers.  A final  Request 
for  Proposal  will  go  out  in  September, 
and  officials  expect  a contract  to  be 
awarded  in  December. 

“We  have  specific  requirements  that 
need  to  be  met,”  Caldera  said.  “For 
example,  we  need  to  wire  barracks  and 
other  facilities  where  soldiers  can  get 
easy  online  access.  We  also  need  to 
provide  the  optimum  technology 
package  to  students  - equipment  that  is 
durable  and  portable,  and  ISP  service 
that  is  reliable  and  accessible.” 

Potential  vendors  must  provide  a 
technology  package  that  will  include  a 
laptop  computer,  printer,  Internet  Service 
Provider  account,  maintenance  and 
warranty  of  equipment  and  help  desk 
assistance  to  each  soldier  who  enrolls  in 
distance-learning  courses. 

“We  also  want  to  maximize  the  number 
of  educational  programs  available  to 
students,  so  that  they  can  reap  the 
benefits  of  competition,  including 
increased  choice,  reduced  cost  and 
improved  program  quality.” 

An  information-age  Army  provides 
improved  national  security,  according  to 
Caldera.  His  desire  is  for  the  Army  to  be 
viewed  by  potential  recruits  and  the 
world  as  high-tech  trained  and  ready  for 
the  21st  century’s  digital  battlefield. 

“A  well-rounded  soldier  results  in  a 
better  Army,”  he  said.  “An  educated 
soldier  is  tomorrow’s  advanced  Army. 
Enabling  soldiers  to  accomplish  ex- 
panded education  via  on-line  access 
from  anywhere  they  are  sent  will  insure 
knowledge  of  vast  issues  ranging  from 
math,  science  and  history  to  electronics 
and  psychology.  This  well-educated 
soldier  will  be  more  apt  to  succeed  in 
military  training,  leadership  and  mis- 
sion.” 

Under  the  current  Army  Continuing 
Education  Service,  soldiers  pay  for  their 
books  and  for  25  percent  of  a school’s 


tuition.  Caldera  hopes  to  provide  100- 
percent  funding  for  the  distance-learning 
program.  The  eARMYU.com  website  is 
not  designed  to  eliminate  the  traditional 
classroom  but  to  compliment  the  current 
system. 

“Army  educational  enrollment 
statistics  for  last  quarter  indicate  that 
enrollment  in  distance-learning  programs 
has  doubled  since  the  previous  report.” 
according  to  Susan  Johnson  of  ACES. 

Caldera’s  vision  is  that  this  program 
will  communicate  to  today’s  young 
people  and  their  parents  “that  America’s 
Army  is  a technology-oriented  Army  that 
values  education  and  self  improvement.” 

This  latest  “leam-while-you-serve” 
option  is  the  third  such  initiative  brought 
online  by  the  Army  in  the  last  year.  Last 
fall  “GED  Plus”  was  introduced  to  help 
soldiers  who  did  not  finish  high  school 
get  their  GED  priot  to  active  duty.  Earlier 
this  year,  the  Army  introduced  “College 
First,”  which  enlists  high  school  gradu- 
ates to  active  duty,  but  lets  them  attend 
college  for  up  to  two  years  before 
serving. 

Caldera  expects  an  increase  in 
retention  “by  improving  in-service 
education  opportunities,  soldiers  can 
better  achieve  their  personal  educational 
goals  and  do  not  have  to  leave  the  Army 
to  get  an  education  or  use  their  GI  Bill.” 
Additionally,  the  program  will  assist  in 
producing  a better  educated,  information 
age-savvy  soldier  who  will  be  better 
prepared  for  the  challenges  of 
tomorrow’s  military. 

Asked  if  he  was  concerned  that  once 
soldiers  reap  the  benefits  of  this  program, 
they  might  leave  the  service  for  civilian 
jobs.  Caldera  said  he  is  “not  concerned 
with  the  possible  loss  of  a few  soldiers  to 
the  civilian  sector.”  He  said  the  program 
will  help  ensure  the  Army  “keeps  the 
soldiers  it  wants  and  returns  great 
citizens  to  the  community.” 

. (Kathy  Hoffman  is  a freelance 
journalist  and  contributing  writer  to  the 
Belvoir  Eagle.)  ^ 


Secretary  of  the 
Army  announces 
Army  University 
“ Access  Online  to 
be  available  at 
www.eARMYU.com. 
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College  First,  Service  Next 


by  Charlotte  Kisselbaugh 
A&PA,  Headquarters  USAREC 

On  Feb.  3,  2000,  the  US  Army  announced  the 
College  First  test  program.  This  educational  pro- 
gram is  one  of  two  designed  to  increase  opportuni- 
ties for  Americans  serving  in  the  Army.  College 
First  will  provide  options  for  high  school  graduates 
to  begin  their  college  education  prior  to  enlisting  in 
the  Army  or  Army  Reserve.  The  other  program, 
GED  Plus,  will  assist  non-high  school  graduates 
with  the  potential  to  complete  their  high  school 
education  through  an  attendance  based  General 
Education  Development  program.  College  First  is  a 
unique  Army  program  that  addresses  the  fact  that 
more  young  Americans  are  continuing  their  educa- 
tion than  ever  before. 

Current  statistics  show  that  an  estimated  67 
percent  of  high  school  graduates  will  attend  some 
form  of  higher  education. 

According  to  Secretary  of  the  Army  Louis 
Caldera,  “We  want  to  expand  Army  recruiting 
markets  by  identifying  more  people  with  high 
indicators  of  retention,  quality,  and  trainability.” 

College  First  will  be  offered  to  new  recruits  from 
the  date  of  the  announcement  until  Sept.  30,  2003. 

It  is  expected  to  provide  a credible  basis  for  making 
decisions  about  future  offers. 

High  school  graduates  who  score  in  the  top  half 
of  the  country  on  the  Armed  Forces  Qualification 
Test  may  attend  up  to  two  years  of  post-secondary 
education  prior  to  accessing  on  active  duty.  These 
applicants  will  be  paid  an  allowance  while  going  to 
college.  The  test  involves  part  of  the  applicants 
being  required  to  serve  in  an  Army  Reserve  Troop 
Program  Unit  while  the  other  part  will  have  that 
option  to  serve  in  the  TPU  or  the  Active  Army 
Delayed  Entry  Program.  Those  who  serve  in  the 
Reserve  unit  will  receive  duty  pay  in  addition  to 


their  educational  allowance  and  complete 
training.  At  the  completion  of  two  years  of 
college,  applicants  will  serve  on  active  duty  for  a 
minimum  of  two  years  depending  on  their 
military  occupational  specialty  and  incentive 
package. 

The  testing  areas  are  identified  as  test  cell  A, 
B,  and  C.  Test  cell  A is  the  control  cell  and  will 
offer  only  current  programs.  Test  cell  B offers 
the  optional  reserve  component  duty.  This  cell 
covers  the  Baltimore,  New  England,  Jackson, 
Chicago,  Milwaukee,  Houston,  Des  Moines,  and 
Phoenix  Battalion  areas.  Test  cell  C requires 
mandatory  reserve  component  duty.  This  offer 
will  be  made  in  the  Albany,  Columbia,  S.C., 
Raleigh,  Cleveland,  Kansas  City,  Oklahoma  City, 
Sacramento,  and  Southern  California  Battalion 
areas.  The  control  group  will  cover  all  other 
geographic  areas  outside  of  test  cells  B and  C. 
The  test  cells  were  determined  based  on  factors 
including  the  number  of  recruiters,  average 
mission  for  high  school  diploma  graduate  and 
AEQT  score  category  contracts,  average  volume 
mission  and  production  contracts  over  two 
years.  Army  Reserve  TPU  authorizations.  Army 
National  Guard  college  assistance  programs,  and 
17-21  year,  educational,  income,  and  unemploy- 
ment data  by  population. 

According  to  RAND  research  and  develop- 
ment experts,  this  program  should  annually  yield 
up  to  5,000  additional  test  score  category  I-IIIA 
recruits  with  college  experience.  Results  from 
the  test  will  determine  the  continuance  or  modifi- 
cation of  the  program.  Recruiting  Command 
survey  data  indicates  that  many  American  youths 
see  military  service  as  a potential  barrier  to 
continuing  their  education.  The  College  First 
program  offer  should  eliminate  that  potential 
barrier.  53 
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Things  You  Should  Know 


Active  Army  National 
Advertising  Schedule 
Aug  - Sep  2000 
Television,  Radio,  Print 

Note:  This  schedule  is  posted  on  the 
USAREC  Intranet,  under  HQ,  Directories, 
APA,  so  as  to  be  always  available. 

All  times  given  are  EST.  Check  local 
listings. 

Television 

The  active  Army  creative  allocation  for 
prospects  will  be  50  percent  30-second 
spots  and  50  percent  15 -second  spots. 
The  30-second  messages  will  be  split 
equally  between  three  messages: 

“Job  Skills,”  emphasizing  the  variety 
of  skills  in  which  the  Army  offers  training 
and  that  world-class  employers  prefer  to 
hire  Army  vets, 

“East  Track,”  focusing  on  how  Army 
education  programs  help  soldiers  get 
ahead  in  life,  and  “Special  Forces.” 

The  15-second  spots  will  be  50 
percent  “$20K-$50K”  spot  and  50  percent 
the  15-second  version  of  “Special 
Forces.” 

Network  Television: 

Date  Network/Time  (EST)  Program 
Aug  1 3 FOX/8  p.m.  The  Simpsons 
Aug  1 5 UPN/9  p.m.  Secret  Agent  Man 
Aug  16  CBS/8  p.m.  Survivor 

UPN/8  p.m.  Seven  Days 
Aug  17  FOX/9:30  p.m.  Action 
Aug  1 8 UPN/8  p.m.  UPN  Friday  Movie 
Aug  22  UPN/9  p.m.  Secret  Agent  Man 
UPN/8:30  p.m.  Shasta  McNasty 
Aug  23  CBS/8  p.m.  Survivor 

UPN/8  p.m.  Seven  Days 
Aug  24  FOX/9:30  p.m.  Action 
FOX/9  p.m.  Family  Guy 
Aug  25  UPN/8  p.m.  UPN  Friday  Movie 
Aug  27  FOX/7:30p.m./KingoftheHill 
Aug  29  UPN/8:30  p.m.  Shasta  McNasty 
Aug  30  CBS/8  p.m.  Survivor 

UPN/8  p.m.  Seven  Days 
Aug  3 1 FOX/9:30  p.m.  Action 
FOX/9  p.m.  Family  Guy 
Sep  5 UPN/9  p.m.  Secret  Agent  Man 
UPN/8:30  p.m. Shasta  McNasty 
Sep  6 CBS/8  p.m.  Survivor  (finale) 
UPN/8  p.m.  Seven  Days 
Sep  8 UPN/8  p.m.  UPN  Friday  Movie 
Sep  12  UPN/9  p.m.  Secret  Agent  Man 
Sep  15  UPN/8  p.m.  UPN  Friday  Movie 
Sep  17  FOX/7:30  p.m.  King  of  the  Hill 
FOX/8  p.m.  The  Simpsons 


Cable  Television:  Army  advertise- 
ments will  run  with  great  frequency  on 
the  following  cable  channels  throughout 
the  quarter. 

MTV 

Comedy  Central 

ESPN 

ESPN2 

College  Television  Network  (begin- 
ning in  Sep,  on  more  than  600  college 
campuses) 

BET 

Outdoor  Life 
Speedvision 
Farmclub.com  on  USA 
And  in  sitcoms  and  movies  on  the 
following: 

WGN,  USA,  TBS,  TNT 

Syndicated  Television  (check  local 
listings): 

2000  Olympic  Special 
Venice/Serena  Williams 
American  Athlete 
Oneworld  Music  Beat 
CIA  Football 

College  Football  Kickoff  Preview 
Swack  Football 
Mo’  Money 

Michael  Jordan-Tiger  Woods  Special 

Motown  Live 

New  York  Undercover 

Kickin’  It 

The  Entertainers 

Spanish-Language  Television: 

Creative  allocation  is  “I  Have  a Goal” 
50%  and  “La  Diferencia”  50%. 

Univision,  10-11  units  per  week  in: 
Cristina 
Primer  Impacto 
Imagenes  De  Impacto 
Sabado  Gigante 
Head  of  Break 
Viviana  La  Medianoche 
Otro  Rollo 

Republica  De  Portiva 
Football  en  Vivo 

Telemundo,  23-28  units  per  week  in: 
Novelas 

News  & Information 

Ely  Ella 

Sports 

Peliculas  Favoritas 
Galavision,  5 units  per  week  in 
primetime  and  sports. 

Fox  Sports  World  Espanol,  5 units  per 


1 


week  in  soccer  and  boxing. 

Mas  Musica,  9 units  per  week  in 
rotation. 

Radio 

The  average  number  of  units  airing 
each  week  is  130  units  or  150  gross 
ratings  points.  To  check  what  local 
stations  these  clear  on,  please  see  the 
local  affiliates/clearance  lists  posted  on 
the  HQ  USAREC  Intranet  at  http:// 
hq.usarec.army.mil/apa/radio/FiIes/ 
index.htm. 

Spanish-Language  Radio: 

Networks:  Radio  Unica  (Unica  en 
Deportes  & Anti-Dropout  Campaign), 
Hispanic  Radio  Network,  LBC  Cadena 
Carcol,  Z-Spanish  Network,  and  Football 
De  Primera 

Spot  Radio:  Check  HQ  USAREC 
Intranet  for  specific  stations,  at  http:// 
hq.usarec.army.mil/apa/radio/FUes/ 
index.htm. 

Print 

Creative  allocation  is  primarily  either 
$20K-$50K  or  $50K  MGIB/ACF,  with  the 
MP  creative  “Ready  for  Everything”  for 
the  Hispanic  market. 

Hispanic  Business,  Vista,  Super  Onda, 
Teen  En  Espanol,  Saludos  Hispanos, 
LULAC,  Automundo,  Fama,  Jet,  Maury 
Resource  Dirty. 

Black  College  Football  Preview,  ERES, 
Deporte  Intemacional,  TU,Boom,  Latin 
Music,  Rolling  Stone,  EW  on  Campus, 
Link 

Hispanic  Newspapers  (by  market): 

Los  Angeles:  La  Opinion,  Novedades, 
Excelsior,  L.A.  Tu  Mundo,  EGP 
New  York:  El  Diaro,  Noticias  Del 
Mundo,  El  Especial,  Hoy 

Chicago:  La  Raza,  Exito,  Lawndale 
News 

Houston:  Semana,  La  Voz  De  Houston, 
El  Mexica,  Que  Onda 

San  Francisco:  El  Mensajero,  Bohemio 
News,  La  Offerta  Review 

Dallas:  El  Hispano  News,  La  Estrella, 
La  Heraldo  News 

San  Diego:  El  Latina,  El  Mexicano,  El 
sol  De  Sd,  Hispanos  Unidos 
Phoenix:  Prensa  Hispanic 
McAllen:  El  Periodico 
San  Antonio:  Mexica,  La  Prensa 
Miami:  Diario  Las  Americas,  El 
Especial,  El  Nuevo  Herald. 
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New  Features  Online  at 
Recruiting  Central 

by  Chris  Jones 

ARISS/EDS 

l^ecruiting 
J.\Central  is 
growing  by  leaps 
and  bounds  this 
summer.  New 
features,  enabling 
you  to  find  useful  information  with 
greater  ease  and  quickly,  and  to  make 
your  job  easier,  are  being  added 
weekly.  Striving  to  be  the  one-stop 
shop  for  information  on  the  Web  for 
the  recruiting  field  force.  Recruiting 
Central  has  recently  launched  a new 
Downloads  page,  the  Station  Com- 
mander Market  Analysis  page  and 
Tasks  for  Recruiters  and  Station 
Commanders. 

The  Downloads  page  makes 
available  to  recruiters  ARISS  laptop 
upgrade  installation  instructions  such 
as  Army  System  Change  Package 
Install  Guide  and  Chaplain  Sales 
Installation  Guide.  It  is  also  the  site 
to  visit  to  obtain  CTT  Prep  Material 
and,  if  recruiters  have  not  updated 
their  Sales  Presentations,  Money  5.0 
for  your  Army  Sales  Multimedia 
Presentation  may  be  downloaded. 

You  may  access  this  useful  page 
directly  from  Recruiting  Central 
home  - just  click  on  the  Downloads 
link  in  the  left-hand  navigation  bar. 
More  items  will  be  added  over  time. 

For  station  commanders  and  CLTs, 
current  Dime  reports,  market  shares, 
recruiter  histories,  recruiter  shares 
and  more  are  now  in  their  respective 
Toolkits  under  Market  Analysis. 

Here,  you  will  find  essential  demo- 
graphic information  about  your 
recruiting  station,  unemployment 
statistics  listed  by  county,  all  the 
contracts  written  by  a specified 
recruiter  since  FY94,  and  individual 
applicant  data,  just  to  name  a few. 
This  page  is  provided  by  USAREC- 
PAE. 


For  recruiters  who  may  have  ques- 
tions on  Packet  Projection  Plus  or 
projecting  an  applicant  into  ARADS, 
new  Frequently  Asked  Questions  are 
continually  being  added. 

The  complete  draft  copies  of 
Recruiter  and  Station  Commander 
Tasks  are  available  in  each  respective 
Toolkit.  Presented  as  portable 
document  format  (PDF)  files,  these 
“core  competencies”  cover  the  areas 
Access/Ship,  Analysis,  Mission, 
Performance  Review,  Prospecting, 
Sales,  Training  and  Technology. 

Please  take  advantage  of  these 
informative  pages  and  the  rest  of 
Recruiting  Central  today  by  visiting 
www,usarec.army,mil/ariss/rc/ 
regularly.  Let  us  know  what  you  like, 
what  you  want  and  what  can  be  done 
better.  This  site  is  for  you ! 


by  Dr.  Pamela  L.  Prewitt 
Strategic  Concepts  Center,  PAE 

Confronted  with  a regulation  or 
instruction  that  is  a real  stumbling 
block  to  helping  you  achieve  your 
mission? 

Now  you  have  an  opportunity  to 
do  something  about  it.  With  its 
designation  as  a Reinvention  Lab, 
USAREC  can  now  short-circuit 
some  of  the  bureaucratic  red-tape 
that  keeps  people  from  doing  their 
jobs. 

On  Jan.  28,  2000,  TRADOC 
Commander  approved  USAREC ’s 
request  to  become  a Reinvention 
Lab  (RE)  under  its  authority  as  a 
Reinvention  Center  (RC).  With  this 
authority,  USAREC  now  has  the 
ability  to  eliminate  barriers  to 
making  changes  in  an  expeditious 


manner,  to  encourage  innovation  and 
to  streamline  business  practices  to 
meet  the  recruiting  challenges  of  the 
future. 

Reinvention  Centers  and  Labs 
were  established  as  part  of  the 
National  Performance  Review  that 
operates  under  the  four  tenets  of 
cutting  red  tape,  getting  back  to  the 
basics,  listening  to  customers  and 
empowering  employees. 

The  Secretary  of  the  Army 
designated  TRADOC  as  a Reinven- 
tion Center  on  Aug.  14,  1995,  and 
with  this  authority  GEN  Hartzog 
declared  four  Reinvention  Labs 
under  the  four  major  functions  - 
Training,  Doctrine,  Combat  Devel- 
opment and  Mission  Support. 
USAREC  became  the  fifth  lab  with 
its  designation  in  January. 

As  a Reinvention  Lab,  CG, 
USAREC  has  the  authority  to  waive 
TRADOC  regulations,  request 
waivers  to  most  DoD  directives, 
instructions  and  publications;  waive 
most  DA  regulations  and  instruc- 
tions and  recommend  changes  to 
legislation  through  the  Office  Chief 
of  Legislative  Liaison.  Waiver 
authority  is  effective  for  two  years. 
During  the  two-year  period,  data  is 
collected  to  justify  making  a perma- 
nent change. 

Anyone  with  a good  idea  can 
submit  a change  proposal.  Visitors 
to  the  USAREC  home  page  at 
usarec.army.mil  will  see  two  hot 
links  to  the  Reinvention  Lab.  The 
submission  process  can  be  accom- 
plished on-line  and  does  require 
some  research  but  is  fairly  straight- 
forward and  is  accomplished  on- 
line. 

The  proposal  requires  a descrip- 
tion of  the  current  process  to  include 
citation  of  applicable  regulations,  the 
recommended  change  with  justifica- 
tion, constraints  to  making  the 
change,  resources  required  and 
monetary  benefits  associated  with 
the  change. 

Eor  further  information  or  for 
assistance  in  submitting  a proposal, 
contact  Dr.  Pamela  L.  Prewitt  at 
HQS,  USAREC  at  pamela.prewitt 
@usarec. army.mil  or  by  calling 
(502)626-1092. 
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Obstacle  course 

by  SFC  Arlen  C.  Davidson 
Kansas  City  A&PA 

Innovation,  imagination,  and  adaptabil- 
ity are  traits  that  soldiers  must  develop  to 
survive  in  this  jungle  called  recruiting  and 
continue  their  quest  toward  mission  box. 
The  Kansas  City  Battalion  A&PA  is  using 
those  same  attributes  to  increase  recruiter 
visibility  and  generate  leads.  An  air  inflat- 
able 70-foot  obstacle  course  is  being  uti- 
lized at  many  outdoor  events  this  summer. 
Leads  are  produced  via  the  liability  release 
each  participant  must  complete  prior  to  be- 
ing allowed  to  “compete.”  Racing  against 
each  other  for  an  Army  lanyard,  the  contes- 


tants go  over,  under,  around,  and  through 
various  obstacles,  culminating  in  a 17  foot- 
high  slide  to  the  finish.  Recruiters  man- 
ning the  event  supervise  safety  and  “gen- 
tly” urge  participants  to  be  all  they  can 
be. 

A variety  of  inflatable  games  can  be 
rented  for  a few  hours  to  several  days  de- 
pending on  the  event.  Games  such  as 
jousting  pits,  bungie  runs,  and  tug-of-wars 
are  available  from  entertainment  rental 
businesses  in  any  large  metropolitan  area. 
As  with  any  “extreme”  game,  safety  must 
be  stressed  and  enforced  with  enough  re- 
cruiters to  work  the  event,  the  sign-up 
table,  and  the  crowd  (there  will  be  a crowd, 
especially  for  the  obstacle  course).  Ac- 
cess to  electricity  or  a generator  is  required 


to  run  blowers  that  maintain  air  pressure  in 
the  units.  Kansas  City  A&PA  hand-receipts 
generators  from  local  Reserve  units  and  uti- 
lizes USAR  soldiers  to  assist  in  manning 
the  game. 

Needing  something  to  counter  the  in- 
flatable obstacle  course  that  Marine  Corps 
District  commands  have  purchased,  Kan- 
sas City  has  been  renting  the  game  on  a 
per-event  basis.  This  can  get  costly  so  KC 
is  exploring  the  possibility  of  purchasing 
one  for  the  battalion.  During  winter 
months,  the  unit  will  be  used  indoors,  at 
high  school  or  college  gyms,  as  a break 
from  the  usual  physical  education  classes. 
Kansas  City  A&PA  is  improvising,  adapt- 
ing and  overcoming  obstacles  to  help  re- 
cruiters put  ’em  in  boots. 


Dedication  and  hard  work  pay  off 


by  Linda  Garrett 
Oklahoma  City  Bn 

What  would  you  do  if  a young  man 
walked  into  your  station  and  said  he 
wanted  to  join  the  Army?  You  would  be 
thrilled,  right? 

What  if  the  young  man  weighed  over 
350  pounds?  Would  you  give  up  on  him 
and  tell  him  he  wasn’t  qualified? 

What  if  I told  you  the  same  young 
man  is  now  a private  in  the  US  Army? 

Camyia  Johnson  was  a high  school 
football  player.  His  coaches  liked  him  big 
and  encouraged  him  to  bulk  up. 

But  what  do  you  do  after  high 
school? 

Johnson  moved  to  the  Oklahoma  City 
area  to  live  with  relatives.  He  told  his 
uncle  he  wanted  to  be  in  the  Army. 

His  uncle  took  him  to  Cap  Hill 
Recruiting  Station,  Oklahoma  City 
East  Company,  and  the  rest  is 
history. 

SSG  Joel  Shattan  was  his  re- 
cruiter. He  told  Johnson  he  would 
have  to  lose  weight,  a lot  of  weight, 
and  pass  the  ASVAB  if  he  wanted  to 
be  in  the  Army. 

Johnson  wasn’t  concerned.  He 
said  he  would  do  it  and  he  did. 

“He  never  gave  up,  he  was  really 
good  and  stuck  with  it,”  said  SFC 
Stephen  Spies,  Cap  Hill  recruiter. 

“He’s  going  to  be  a sergeant  major 
someday.” 

Johnson  doesn’t  know  the 


meaning  of  the  word  quit.  He  took  the 
ASVAB  test  three  times.  He  got  up  early 
to  run,  then  went  to  work,  then  back  to 
the  gym.  Every  two  weeks  he  would  go 
by  the  recruiting  station  to  weigh  and 
check  his  body  fat. 

Nothing  was  going  to  get  in  the  way 
of  his  dream.  “It  was  his  personal 
character,”  said  Shattan.  “He  figured  out 
what  he  wanted  to  do  and  nothing  could 
stop  him.” 

He  had  strong  family  support,  too.  His 
uncle  would  come  to  the  recruiting 
station  with  him  to  check  on  his  progress 
and  encourage  him. 

Johnson  became  the  station  project. 
They  were  all  rooting  for  him.  After  the 


first  60  pounds,  they  knew  he  would  do 
it,  it  was  just  a matter  of  when. 

“I  like  the  Army  lifestyle,”  said 
Johnson.  “Both  of  my  grandfathers  were 
in  the  Korean  War,  and  I loved  to  hear 
their  stories.” 

Johnson,  who  is  on  his  way  to 
Germany,  is  looking  forward  to  traveling 
and  serving  his  country.  He  wants  an 
Army  career.  And  if  he  wants  it,  there  is 
no  doubt  he  can  make  it  happen. 

He  said  the  Army  has  made  him  more 
responsible  and  mature.  The  skills  he’s 
learned  and  the  job  training  will  help  him 
get  a job  when  he  decides  to  hang  up  his 
boots. 

“Weigh  your  options,”  Johnson  told 
students  recently  at  Moore  High 
School.  “Be  honest  with  yourself, 
college  may  not  be  your  best 
option  right  now.” 

He  told  the  students  the  Army 
has  to  be  their  decision.  You  get 
out  of  it  what  you  put  in.  “The 
Army  is  what  you  make  it,”  he  said. 
“All  you  have  to  do  is  make  up 
your  mind  and  do  it.” 

The  next  time  someone  over- 
weight walks  into  your  office  and 
wants  to  join  the  Army,  are  you 
going  to  tell  them  they’re  not 
qualified?  Or  are  going  to  help  them 
fulfill  their  dream? 

How  many  Camyia  Johnson’s 
are  out  there  just  waiting  for  a little 
encouragement?  n 


Johnson  helps  a Moore  High  School  student  work 
the  helicopter  simulator  in  the  Adventure  Van  that 
visited  the  school. 
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Knights  bring  home  goid,  represent  US  in  Japan 


by  SPC  Nicole  Alberico,  US  Army 

Parachute  Team  Public  Affairs  Office 

As  the  Massachusetts  rain  fell,  so  did 
the  hopes  of  a low  scoring  Style  and 
Accuracy  Skydiving  National  Champion- 
ship. 

For  the  past  week,  the  United  States 
Army  Parachute  Team,  the  “Golden 
Knights”  have  been  battling  1 1 other 
teams  around  the  states  and  mother 
nature  to  determine  the  nations  best  in 
style  and  accuracy  skydiving. 

“The  winds  are  so  up  and  down  here,” 
said  SFC  Tony  Mouzon,  the  Style  and 
Accuracy  team  leader,  “this  is  going  to  be 
a high  scoring  competition.” 

The  importance  behind  the  National 
Championships  is  not  only  for  a skydiver 
to  take  home  the  coveted  gold  medal  but 
also  to  fight  for  a spot  to  represent  the 
United  States  at  the  World  Champion- 
ship. Five  men  and  five  women  from  the 
National  meet  will  be  invited  to  Toba, 
Japan,  to  take  on  the  world’s  best. 

Three  of  the  five  US  team  slots  are 
determined  by  the  accuracy  event. 

“Overall  you  have  to  be  good  in  both 
style  and  accuracy,  said  Mouzon,  “but 


accuracy  weighs  more.” 

To  determine  the  winner,  the  accuracy 
scores  from  this  year  and  the  1 999 
nationals  are  added  together  to  deter- 
mine the  winner. 

“With  a high  scoring  meet  this  year, 
anybody  with  a decent  score  from  last 
year  still  has  a chance,”  explained 
Mouzon. 

In  the  accuracy  event,  the  Knights 
swept  the  men’s  competition.  SSG  Chris 
Moore  scored  first  followed  by  SSG 
Mario  Rivera  in  second  and  SGT  Shawn 
Callahan  took  third.  SFC  Cheryl  Stems 
snatched  the  gold  in  female  accuracy, 
with  SFC  Elisa  Feldt  not  too  far  behind 
her  in  second. 

In  the  accuracy  event,  a competitor 
exits  the  aircraft  at  3,500  feet,  deploys  the 
main  parachute,  and  attempts  to  land  on 
a three-centimeter-wide  disk  located  in 
the  middle  of  a five-meter-wide  tuffet. 

An  electronic  scoring  pad  determines  the 
jumper’s  accuracy. 

One  of  the  five  people  invited  to  the 
World  Meet  is  the  overall  winner.  Moore 
and  Sterns  took  both  the  male  and  female 
overall  winner  slots. 

The  top  stylist  will  accompany  the 
overall  winner  and  the  top  three  accu- 


racy jumpers  to  the  world  meet.  Golden 
Knight  SGT  Brian  Smith  placed  first 
followed  by  Riveria  in  third.  In  the  female 
scoring.  Sterns  placed  second  and  Feldt 
grabbed  the  gold. 

Falling  from  7,  500  feet  at  speeds 
reaching  more  than  1 30  miles  per  hour, 
speed  stylists  have  to  keep  their  bodies 
in  a tight  body  position.  Competitors 
have  to  bring  their  knees  to  their  chest 
and  their  heads  down.  This  position  is 
also  known  as  being  “on  head.”  Competi- 
tors will  make  slight  hand  movements  to 
turn  themselves  left,  right,  and  to  perform 
back  loops.  After  each  turn,  they  must 
stop  on  heading  and  regain  their  tense 
“on  head”  position. 

Since  style  is  performed  so  high,  a 
ground  to  air  camera  is  used  to  record 
stylists  to  a video  system.  Once  the  jump 
is  recorded,  judges  watch  the  videos  at 
full  and  half  speed  to  determine  any 
penalties.  An  electronic  scoring  system  is 
then  used  to  calculate  the  athlete’s  final 
score. 

Moore,  Callahan,  Rivera,  Mouzon, 
Sterns  and  Feldt  fought  against  the  harsh 
New  England  rain  and  wind  to  win  more 
than  half  of  the  US  team  who  will  invade 
Japan  this  October.  TT 


Governor  proclaims  week  of  June  12  as  US  Army  Week  in  Hawaii 


photo  by  Ray  Graham 
US  Army  Recruiting 
Company  Honolulu 

Present  for  the  signing  of  the 
proclamation  of  US  Army 
Week  in  Hawaii  by  the  Gover- 
nor are  (from  left  to  right): 
Darrell  Lanuza,  graduate  of 
Waipahu  High  School;  MAJ 
Robert  E.  Lee,  Jr.,  former  com- 
mander of  the  US  Army  Re- 
cruiting Company  Honolulu; 
PVT  Larrin  Roper,  graduate  of 
Moanalua  High  School;  Gover- 
nor Benjamin  Cayetano;  SSG 
Aaron  Filegard,  Kapolei  Army 
recruiter;  SFC  David  Plummer, 
Peariridge  Army  Recruiter,  and 
SSG  Benjamine  Charbonier, 
Kapolei  Army  recruiter. 
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“Today  Show” 

by  SPC  Nicole  Alberico,  US  Army 

Parachute  Team  Public  Affairs  Office 

Swarms  of  children  sang  and 
squealed  as  they  rushed  over  to  Fort 
Bragg’s  Army  birthday  celebration 
special  guest  as  if  she  was  handing  out 
free  Poke'mon  trading  cards.  Older  fans 
stood  with  their  necks  cranked  white 
balanced  on  the  very  tip  of  their  toes 
attempting  to  catch  the  slightest  glimpse 
of  the  admired  visitor.  Homemade 
posters  and  signs  wishing  the  Army 
Happy  Birthday  and  names  of  loved 
ones  created  the  backdrop  for  this 
scene.  Looks  like  a scene  from  outside 
of  NBC’s  Studio  lA  during  taping  of  the 
“Today  Show.” 

Close.  Take  away  the  New  York 
bustling  streets,  insert  the  North 
Carolina  humidity  and  add  NBC  “Today 
Show’s”  host,  Ann  Curry,  and  you  have 
stepped  into  the  Fort  Bragg  Army 
birthday  celebration. 

A “military  brat”  herself,  Curry  was 
more  than  happy  to  celebrate  the  Army’s 
anniversary  with  the  people  at  Fort 
Bragg.  “I  know  first  hand  there  are  fine 
men  and  women  who  put  themselves  on 
the  line  like  no  others,”  said  Curry. 

Curry  also  sees  the  celebration  not  just 
for  the  Army,  but  also  to  honor  those 
who  have  fallen.  “It’s  a moment  of 
reflection  and  dedication  to  those  who 
give  to  our  country,”  Curry  said. 

Curry  and  her  crew  spent  two  days  in 
North  Carolina.  Most  of  that  time  was  to 
prepare  for  her  tandem  jump  with  the 
United  States  Army  Parachute  Team,  the 
“Golden  Knights.” 

The  “Today  Show”  aired  the  jump 


What’s  a high  school 
diploma  worth 

by  Linda  Garrett,  Oklahoma  Bn 
When  you  see  young  people  walk 
across  the  stage  to  receive  their  high 
school  diploma,  have  you  ever  wondered 
what  that  education  was  worth? 

For  Jason  Stanford  of  Seattle,  Wash., 
his  diploma  was  worth  $20,000. 

Stanford,  a mid-term  2000  graduate 
from  Burkbumett  High  School  in 
Burkbumett,  Texas,  knows  exactly  the 
value  of  his  diploma. 


Field  File  ^ 

host  jumps  with  Golden  Knights 


and  moments  prior  to  her  exit  live. 

The  first  day,  the  Knights  and  the 
crew  ran  through  two  practice  jumps  to 
see  if  the  live  feed  equipment  could 
handle  the  altitude  for  Curry’s  jump. 

“A  technical  miracle,”  Curry  described 
live  on  the  “Today  Show.” 

Just  after  8 a.m.  Curry  and  tandem 
master,  SSG  Mark  Hogue,  landed  safely 
on  the  main  post  parade  field.  Viewers 
across  America  were  able  to  view  live 
footage  of  Curry’s  jump  shot  by  the 
Golden  Knights’  freefall  photographer, 
CPL  Sean  Capogreco,  and  assisted  by 
competition  team  photographer,  SFC  Kip 
Lohmiller. 

This  isn’t  the  first  time  she  has  taken 
a dive. 

“The  last  time  I jumped  was  20  years 
ago,”  said  Curry,  “when  I was  a wet 
behind  the  ears  college  student  with  wild 
hair.” 

She  has  made  three  static  line  jumps 
and  one  freefall  skydive.  Up  until  her 
tandem  jump,  she  describes  her  freefall 
experience  as  a “problem  jump.” 

“I  kind  of  thought  that  would  be  the 
last  time,”  said  Curry. 

When  the  Army  invited  Curry  to  jump, 
she  felt  more  secure  about  jumping 
again. 

“I  had  so  much  confidence  in  SSG 
Hogue,”  she  said,  “and  to  do  it  with  the 
US  Army  Golden  Knights,  the  most 
highly  regarded  sky  diving  in  the  world.” 
Tandem  jumps  allow  a person  to  experi- 
ence skydiving  without  the  long  hours 
of  training.  The  passenger  is  connected 
to  the  tandem  master  and  shares  the 
same  parachute. 


Once  she  landed,  Curry  conducted 
live  interviews  with  members  of  the 
parachute  team.  As  soon  as  the  crowd’s 
loud  rendition  of  “Happy  Birthday” 
faded  away  COL  Addison  Davis,  XVIII 
Airborne  Corps  garrison  commander, 
presented  her  with  a new  nickname, 
“Airborne  Ann”  and  a sword  to  cut  the 
birthday  cake  live  on  NBC. 

With  the  cake  cut,  Curry  mingled  and 
posed  with  people  from  the  crowd. 
Soldiers,  “Today  Show”  fans,  along  with 
kids  from  summer  camp  had  the  opportu- 
nity to  meet  and  attempt  to  capture  their 
minutes  of  fame  on  the  “Today  Show” 
just  like  the  trademark  fans  do  every 
morning  in  New  York  City. 

CW2  Harry  Pershad  from  the  XVIII 
Field  Artillery  Brigade  was  one  of  those 
lucky  people  who  got  to  pose  and  speak 
with  Curry.  He  also  makes  claims  of 
being  one  of  the  many  biggest  fans. 

“I  watch  her  every  morning.  She 
wakes  me  up  and  tells  me  it’s  time  to  go 
to  work,”  said  Pershad.  “She  makes  my 
day.”  Pershad  said  he  was  such  a huge 
fan  because  she  reaches  out  and  focuses 
on  the  “low  man  on  the  totem  pole.” 

Pershad,  from  New  Jersey,  never  had 
the  opportunity  to  make  it  up  to  New 
York  and  meet  Curry. 

“Talking  to  her  today  made  my  week,” 
said  Pershad. 

After  Wednesday  morning,  many 
other  of  her  biggest  fans  can  say  the 
same.  As  for  “Airborne  Ann,”  she  can 
return  to  New  York  with  the  memory  of 
her  jump  with  the  world’s  best  parachute 
team  and,  as  she  describes,  the  “good 
people  at  Fort  Bragg.” 


He  wanted  to  join  the  Army.  He  had  a 
GED  and  scored  high  enough  on  the 
ASVAB  to  qualify.  So  what’s  the  prob- 
lem? 

The  problem  was  job  choices.  Stanford 
was  not  happy  about  the  jobs  he  quali- 
fied for  with  his  GED.  “My  recruiter  told 
me  if  I had  a diploma,  I would  have  more 
jobs  open  to  me,  and  I could  get  a 
bonus,”  said  Stanford.  “My  recruiter 
encouraged  me  to  go  back  to  school  to 
get  my  diploma,  so  I did.” 

His  recruiter,  SFC  Michael  Calabrisi, 
from  Wichita  Falls  Recruiting  Station, 
Lawton  Company,  is  always  looking  for 


ways  to  help  potential  enlistees. 
Calabrisi,  who  was  both  the  Oklahoma 
City  Recruiting  Battalion  Soldier  of  the 
Year  and  Recruiter  of  the  Year,  knows 
how  to  inspire  young  men  and  women. 

“Stanford  is  a smart  young  man.  He 
knew  he  wanted  to  be  in  the  Army.  I just 
showed  him  how  he  could  get  more  out 
of  his  enlistment,”  said  Calabrisi. 

Stanford  will  get  the  $20,000  enlist- 
ment bonus  when  he  arrives  at  his  first 
duty  station.  Stanford,  whose  dad  was  in 
the  military,  chose  the  Army  because  he 
thought  he  could  get  promoted  faster 
and  for  the  station  of  choice  option. 
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1st  Special  Warfare 
Training  Group  hosts 
DEP  recruits 

by  SFC  Pamela  Smith, 

USASOC  Public  Affairs 

Advanced  Individual  Training 
soldiers  from  Company  B,  Battalion, 
P'  Special  Warfare  Training  Group 
(Airborne),  US  Army  John  F.  Kennedy 
Special  Warfare  Center  and  School,  Fort 
Bragg,  N.C.,  gave  Delayed  Entry  Pro- 
gram recruits  from 
the  Fayetteville  area 
an  inside  look  at 
what  they  can  ex- 
pect when  they 
come  on  active 
duty. 

More  than  100 
enlistees,  many 
from  Fayetteville- 
area  high  schools, 
visited  the  company 
to  see  first-hand  the 
training  they’ll  get 
in  the  Army. 

The  event  is  the 
result  of  a recent 


Drill  Sergeant  SSG 
Stevens  gives  per- 
sonal drill  and  cer- 
emony instruction 
to  DEP  recruit, 
Cetinna  Streeter. 


video-teleconference 
attended  by  commandants 
of  military  schools,  in  which 
Training  and  Doctrine  Com- 
mander GEN  John  N. 

Abrams,  encouraged  com- 
manders to  assist  US  Army 
Recruiting  Command  by 
opening  posts  to  potential 
enlistees. 

MAJ  Scott  Kneller, 
commander,  Co.  B,  Bn., 

P'  SWTG  (A),  established 
the  program  by  contacting  the  Fayette- 
ville Recruiting  Company  to  see  how  his 
company  could  support  the  effort. 

MAJ  Scott  R.  Baker,  Fayetteville  Army 
Recruiting  company  commander, 
accepted  the  offer  and  brought  1 5 
recruiters  and  the  enlistees  to  the  event. 

“The  recruits  get  a chance  to  perform 
drill  and  ceremony,  eat  in  the  dining 
facility,  and  talk  to  the  AIT  soldiers,” 
said  Baker. 

Drill  sergeants  SFC  Jared  M.  Zick, 

SSG  Kathryn  A.  Stevens,  and  SSG  Ruth 
M.  Crouch  demonstrated  and  led  drill 
and  ceremony  training  for  the  enlistees. 

Cetinna  Streeter,  18,  who’s  joining  the 
Army  Reserve  to  become  a nurse  and 
help  pay  for  college,  said  she  enjoyed 


Drill  Sergeant  SSG 
Crouch  shows 
DEP  recruits  the 
proper  way  to 
stand  at  parade 
rest. 


Drill  Sergent  SFC  Zick 
helps  DEP  recruits  with 
marching  drills. 


the 

training. 

“Both  my  father  and  brother  were  in 
the  Army,”  the  Jacksonville,  Fla.,  native 
said.  “I  like  the  discipline  and  structure 
the  Army  provides.” 

Phillip  A.  Brown,  1 8,  Fayetteville, 
enjoyed  eating  at  the  dining  facility.  “This 
is  better  than  what  my  mom  makes.” 

PFC  Shaneyqwua  A.  Jarrett,  an  AIT 
student  at  Co.  B,  got  the  chance  to  dine 
with  some  of  the  recruits.  “Mostly,  they 
wanted  to  know  how  hard  the  physical 
training  is.  I also  shared  my  personal 
experiences  from  basic  training.” 

The  battalion  plans  to  host  an  event 
each  quarter  in  support  of  the  recruiting 
effort. 


Army  recruits  learn  the  basics 


by  Vernetta  E.  Garcia 
Columbia  Bn  A&PA 

Over  200  of  the  Army’s  newest 
enlistees  descended  on  Fort  Jackson, 
S.C.,  on  April  29  and  30  for  a little  Army 
training.  These  Delayed  Entry  Program 
members  from  the  Carolinas  and  Georgia 
were  trained  by  recruiters  and  drill 
sergeants  on  various  skills  they  normally 
would  not  learn  until  basic  training, 
which  for  many  is  four  months  away. 

“It  was  a lot  of  fun.  I got  to  meet 
other  people  who  had  signed  up  for  the 
Army,”  said  Kareem  Lee,  a senior  at 
Barnwell  High  School  and  DEP  member 
with  the  Barnwell  (S.C.)  Recruiting 
Station. 

Apprehensions  were  quelled  as  the 
DEP  members  learned  first  aid,  map 
reading,  saluting,  rank  structure,  and 
basic  drill  and  ceremony. 

“I  had  a blast,”  said  Nicholas  Bethea, 


a senior  at  Ridgeview  High  School  and 
DEP  member  with  the  Pontiac  (S.C.) 
Recruiting  Station.  “It  gave  me  an  idea 
of  what  basic  (training)  is  like.” 

“We  relieved  a lot  of  jitters  about 
basic  training,”  said  ETC  Michael 
Reagor,  Columbia  Battalion  commander. 
“Their  knowledge  of  the  Army  was  also 
greatly  increased  after  the  weekend’s 
activities.” 

During  the  two-day  field  training 
exercise,  the  enlistees  also  toured  the 
post  facilities,  learned  the  core  Army 
values,  ate  in  the  dining  facility,  and 
slept  in  the  barracks. 

“The  food  was  better  than  I thought  it 
would  be,  even  better  than  the  school 
cafeteria,”  said  Bethea. 

Some  also  volunteered  to  brave  the 
frigid  Sunday  morning  air  for  the 
opportunity  to  earn  a promotion  before 
leaving  for  basic  training  by  taking  the 
Army  Physical  Eitness  Test.  The  new 


recruits  who  successfully  passed  the 
APFT  and  other  basic  training  tasks 
were  automatically  promoted  to  the  rank 
of  private  (E-2)  or  private  first  class  at 
the  end  of  the  weekend.  Of  the  200  or  so 
who  took  the  fitness  test,  about  60  were 
able  to  persevere  and  gain  a promotion. 

“I  passed  the  PT  test.  I know  I’m 
ready  to  be  all  1 can  be.  I can’t  wait  to 
get  started,”  said  Lee. 

As  the  two-day  exercise  drew  to  a 
close,  many  proud  parents  arrived  to 
observe  the  drill  and  ceremony  their 
children  had  learned  during  the  weekend 
and  to  watch  their  son  or  daughter  be 
promoted.  Parents  were  visibly  touched 
to  hear  their  children  sing  cadence  and 
yell  “Hoooah!”  with  pride. 

“This  was  great  for  everyone,  those 
who  were  promoted  will  now  get  more 
money  in  their  paychecks  and  the  others 
know  what  areas  they  have  to  work  on 
for  basic  training,”  said  Reagor.  33 
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Salutes 


RSM  June  2000 


Albany 

SFC  Harvey  William 
SFC  Hector  Graudiel 
SFC  Conrad  Watson 
SFC  Car!  Lindsey 
SSG  Ivette  Reese 
SSG  Ronald  Dyson 

Atlanta 

SSG  Jacob  Brack 
SSG  Curtis  Smith 
SSG  David  Parham 
SSG  Mark  Lovin 

Baltimore 

SFC  Leon  Nedd 
SFC  Leonso  Fernandez 
SFC  Robert  Bagley 
SFC  Wayne  Cragwell 
SSG  Henry  Shank 
SSG  Sharon  Jones 
SSG  Curtis  Norman 
SSG  Tom  Pierce 
SSG  David  Freeland 
SSG  Johnny  Petty 
SGT  Debbie  Smith 
SGT  Kim  Butler 
SGT  David  Grant 

Beckley 

SSG  Mark  Hinkle 
SSG  Kevin  White 

Chicago 

SFC  Russell  Coughenour 
SFC  Lynne  Pope 
SSG  Edgard  Mercado 
SSG  Daniel  Piland 
SSG  Rafael  Abreu 
SSG  Daniel  Ramirez 
SSG  William  Gordon 

Cleveland 

SSG  Richard  Albertson 
SSG  Tracie  Hatten 
SSG  Robert  Kno\ 

SSG  Danald  Stewart 

Columbia 

SFC  Darrin  Carter 
SSG  Rodger  Stephenson 
SSG  John  Alexander 
SSG  Will  Troutman 
SSG  Bruce  Cole 
SSG  Vincent  Vinci 
SSG  Alan  Rathbone 

Columbus 

SFC  Lawrence  Ferrell 
SFC  Matthew  Crosby 
SFC  Kevin  Sutton 
SSG  Darrell  Polk 
SSG  William  Stone 
SSG  Curtis  Glenn 

Dallas 

SFC  Michael  Buford 
SFC  Earl  Stevens 
SSG  Fred  Mathis 
SSG  Bernard  Hooper 
SSG  Claude  Jones 


SSG  Steven  Stoiber 
SSG  Ralphele  Reels 
SSG  Robert  Bing 
SSG  Shon  Skinner 
SSG  Daniel  Kuykendall  Jr. 

Denver 

SFC  T.  J.  Holloway 
SFC  Ronald  McDaries 
SFC  Julie  Barnett 
SSG  Joseph  Ramos 
SSG  Kenneth  Schafer  Jr. 
SSG  Stephen  Gomez 

Oes  Moines 


SFC  Roger  McBryar 
SSG  Jeffrey  Manninen 
SSG  Gordon  Sams 
SSG  Thomas  Evans 

Great  Lakes 

SFC  Matthew  Force 
SSG  John  Westcott 
SSG  Shane  Wohlfert 
SSG  Paul  Bailey 
SSG  Sylvia  Massingill 

Harrisburg 

SFC  Matthew  Kelly 
SSG  Curtis  Meadows 
SSG  Chris  Casey 
SSG  Rodney  Ramsey 
SSG  Jeffrey  Cooper 
SSG  Billy  Wilson 
SSG  Walter  Quinn 
SSG  Sigmund  Bauriedl  Jr. 
SGT  Byron  Horne 

Houston 

SFC  Errol  Jennings 
SFC  David  Santana 
SSG  Teresa  Howard 
SSG  Henry  Davis 
SGT  Benita  Velasquez 

Indianapolis 

SFC  Charlie  Johnson 
SFC  Jeffery  Peconge 
SFC  Dale  Blubaugh 
SSG  Darius  Wallace 

Jackson 

SSG  Gerald  McCullah 
SSG  Anthony  Randall 
SSG  Thomas  Sowers 
SSG  Troy  Fitzgerald 
SSG  Freeman  Pinkney 
SSG  Michael  Moore 

Jacksonville 

SFC  Dennis  Wycloff 
SFC  Anthony  Ballard 
SSG  Sambina  Love 
SSG  Reginald  Douglas 
SSG  Lewis  Whittier 
SSG  Terry  Yates 
SSG  Robert  McGauley 
SSG  Farron  Sutherland 
SSG  Walter  Morales 
SSG  Timothy  Scott 
SSG  Sammy  Harden 


SSG  Marcus  Fisher 
SSG  Albert  Figueroa 
SSG  Cal  Farrow 
SSG  Dirk  Pepperd 
SSG  Gilbert  Myles  Jr. 
SSG  Paul  Alvarez 
SSG  Bruce  Coleman 
SGT  Quinton  Williams 
SGT  Jacquelyne  Powell 
SGT  Anthony  Fisher 

Kansas  City 

SFC  Roy  Whittlesey 
SSG  Paul  Jackson 
SSG  Ryan  Weaver 
SSG  John  Taylor  Jr. 

Los  Angeles 

SFC  Gregory  Anderson 
SFC  Jarvis  Johnson 
SFC  Darrell  Cassell 
SFC  Jong  Kim 
SFC  David  Valenzuela 
SSG  Roger  Harrell 
SSG  Daryle  Harper 
SSG  Richard  Bielefeld 
SSG  Bruce  Dix 
SSG  Victor  Ponce 
SSG  Lee  Obie  Jr. 

SSG  Raymond  Gile  Jr. 
SSG  Leah  Fontanilla 
SSG  Michael  Grijalva 

Miami 

SFC  Keith  Jennings 
SFC  Tyrone  Fowler 
SSG  Christopher  Aleong 
SSG  Jason  Cole 
SSG  Gary  Trent 

Mid-Atlantic 

SFC  Steven  Trout 
SFC  Michael  Cottrell 
SFC  Craig  Simmons 
SFC  Charles  Rivera 
SFC  Milton  Perkins 
SSG  Dean  Scott 
SSG  Bennie  Ruth 
SGT  Joseph  Scala 
SGT  David  Baker 

Milwaukee 

SFC  Duane  Held 
SSG  Kevin  Morgan 
SSG  Ricardo  Luera 

Minneapolis 

SSG  Mark  Simpson 

Montgomery 

SFC  Lester  Harris 
SSG  Darrin  O’Neal 
SSG  Raymond  Sanders 
SSG  Steven  Mitchell 
SSG  Gary  McDowell 
SSG  Richard  Channell 
SGT  Brandon  Garrison 

Nashville 

SSG  Scott  Pinkham 
SSG  Robert  Phelps 
SSG  Mark  Hill 
SSG  Jason  Stribbling 
SGT  Eric  Hinkle 
SGT  Tracey  Jenkins 


SGT  Michael  Sargent 

New  England 

SFC  D.  D’Agostino  Jr. 
SSG  Alexander  Robles 
SSG  Christopher  Cook 
SSG  Anthony  Burghardt 
SSG  Daniel  Smith 
SSG  Kevin  Bishop 
SGT  Anthony  Quintal 

New  Orleans 

SFC  Bryan  Lloyd 
SFC  Russell  Mason 
SFC  Lanzell  Silas 
SSG  Todd  Tyler 
SSG  Roy  Buckhanan 
SSG  Ramon  Rodriquez 
SSG  Darron  Tuggle 
SSG  Gregory  Williams 
SSG  Gloria  Williams 
SSG  Roy  Handy 
SSG  Edgar  Cooper 
SSG  Neal  Davis 
SSG  Darnel  Howard 
SSG  Leroy  Robertson 
SGT  Gregory  Erigon 

New  York  City 

SFC  Angel  Ortizmaldona 
SSG  Eric  Rodriguez 
SSG  Rae  McEarlane 
SSG  John  Voccio 
SSG  Dora  Thomas 
SSG  Lawrence  Gianangeli 
SGT  Sherry  Johnson 

Oklahoma  City 

SFC  Angela  McMillan 
SSG  Timothy  Mines 

Phoenix 

SFC  Ronald  Megginson 
SSG  Ray  Kruithof 
SSG  Bruce  Hubbard 
SSG  Yolanda  Ramos 
SSG  James  White  Jr. 

SSG  Michael  Vasko 
SSG  Javier  Gonzalez 
SSG  James  Monroe 
SSG  Antonio  Camarillo 
SGT  Troy  Sullivan 
SGT  Jonathan  Bingham 
SGT  Theodore  Hewitt 
SGT  Ronricco  Allen 

Pittsburgh 

SFC  Brian  Fishel 
SFC  Kerry  Boske 
SSG  Mark  Washington 
SSG  Robert  McCoy 
SGT  Lance  Wilson 

Portland 

SFC  Dennis  Challand 
SFC  Scott  Hall 
SFC  Scott  Hampe 
SFC  Darin  Romel 
SFC  Rebecca  Carcabuso 
SFC  Marvin  McMillian 
SFC  Paul  Krause 
SFC  Tammy  Vantine 
SSG  Faresa  Paopao 
SSG  Mark  Brunner 
SSG  Jerry  Solivio 
SSG  Tricia  Rodriguez 
SSG  Timothy  Hodges 
SGT  Patrick  Dambrosio 


SFC  Kirk  French 


SGT  Rodney  Malauulu 
SGT  Clinton  Williams 

Raleigh 

SFC  Kenneth  Jackson 
SSG  John  Watkins 
SSG  Costello  Leak 

Sacramento 

SFC  Andrea  Batton 

Salt  Lake  City 

SSG  Brian  LaRochelle 
SSG  James  Sutter 
SSG  Douglas  Haney 
SSG  Michael  Knutsen 
SSG  Johnathan  O’Connor 

San  Antonio 

SFC  Michael  Williams 
SSG  Simon  Perez 
SSG  Robert  Trevino  Jr. 

SSG  JoAnn  Macias 
SSG  Ramiro  Hernandez  Jr. 
SSG  Lawrence  Law 
SSG  Jared  Mullins 
SSG  James  Ivey 
SSG  C.  Reyna-Gonzalez 
SSG  Martin  Flores 
SSG  Paulino  Moralez  Jr. 
SSG  Glenn  Snyder 
SGT  James  Shiver 

Seattle 

SFC  Chet  Mainwaring 
SSG  Sherlene  Hubbard 
SSG  Michael  Martinez 
SSG  John  Taylor  Jr. 

SSG  John  Glenn 

Southern 

California 

SFC  John  Fernandes 
SSG  Ronnie  Sarmiento 
SSG  Isaiah  Stevenson 
SSG  Jaime  Resendez 
SSG  Bobby  Brewster 
SSG  Jacquelyn  Dickson 
SGT  Ruben  Gonzales 
SGT  Wesley  Viselli 

St.  Louis 

SFC  Clinton  Jeffries 
SFC  Anthony  Raker 

Syracuse 

SFC  Terence  Gaines 
SSG  Michael  McGregor 
SSG  Ernest  Williams 
SSG  Samuel  Watkins 

Tampa 

SFC  Paul  Richie 

SFC  Derek  Wilson 

SFC  Jevon  Ford 

SFC  Lynn  Davis 

SSG  James  Reeves 

SSG  Luther  Patterson 

SSG  Crancena  Gaynorroach 

V*  AMEDD 

SFC  DeAngelo  Jackson 
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Salutes 


Morrt 

RSM  June  2000 


Albany 

SFC  Johnny  Caia 

Becklay 

SFC  Mark  Jones 

Columbus 

SFC  Andrew  Rieman 
SFC  Robert  Shaw 

Dos  Molnas 

SFC  Travis  Culp 

Denver 

SFC  Charles  Eggers 

Great  Lakes 

SFC  Raymond  Spencer 
SSG  Troy  Brown 


Jackson 

SFC  Arties  Roper 
SFC  Vincent  Newsome 

Jacksonville 

SFC  Kenneth  Grey 
SFC  Charles  Shaw 
SFC  Gregory  Chapman 

Kansas  City 

SFC  Terrance  Martin 

Mid-Atlantic 

SFC  Gregory  Gidney 

Milwaukee 

1 SG  Richard  Kamien 

Nashville 

1 SG  Eric  Dodson 


Phoenix 

SFCEelix  Dimayug 
SFC  Barry  Ray 

Pittsburgh 

SFC  Michael  Grant 
SFC  Jason  Topps 

Portland 

1 SG  David  Thompson 

Raleigh 

SFC  William  Dumas 

Sacramento 

SFC  John  Miller 

San  Antonio 

SGM  Timothy  Tetrick 


Southern 

California 

SFC  Phillip  Tutka 

Tampa 

SFC  Allan  Debowsky 

1’*  AMEDD 

SFC  John  Berg 
SFC  Carol  Wallace 
SFC  Stanely  Trammell 
SFC  Melessa  Holland 


2d  AMMED 

SFC  Aaron  Jensen 

5™  AMEDD 

SFC  Johnny  Wallace 
SFC  Victor  Kloth 
SFC  Robert  Trujillo  Jr. 

Special  Forces 

SFC  Keith  Hylton 


Recndter  Ring^ 


RSM  June  2000 


Albany 

SFC  Michael  Frascatore 

Baltimore 

SFC  Andrea  Griffin 
SFC  Charles  Pulliam 
SSG  Richard  Reese 
SSG  Dwayne  Forquer 


Jacksonville 

SFC  Donald  Moon 
SSG  Anthony  Story 
SSG  Johnnie  Favor 
SSG  Keith  Mills 
SSG  Lxiuie  Gill 
SSG  Linwood  Gulley 

Miami 

SFC  Edgardo  David 
SSG  Waldemar  Ramos 


Mid-Atlantic 

Columbus  SFC  Eddie  Watkins 

SFC  Randy  Herrodgonzalez  SSG  Darrell  Gibbs 

SSG  Robert  Wickline  SSG  Darryl  Williams 


Nashville 

SFC  Bryant  Wilson 

New  England 

SFC  Jonathan  Norton 

Phoenix 

SSG  Michael  Nelson 
SSG  Ryan  Barr 

Pittsburgh 

SFC  Harold  Billings 
SFC  Maurice  Doyon 

Raleigh 

SFC  Stephen  Bowens 


AMEDD 

SFC  Clarence  Davis 


Dallas 

SSG  Monte  Schrader 

Great  Lakes 

SFC  Richard  Hoffman 
SFC  Scott  Cox 
SSG  Bryan  Smith 


Milwaukee 

SFC  Kenneth  Bowe 
SSG  Byron  Larsen 
SFC  Grady  Burrell 
SFC  Jerry  Boykin 
SFC  Andrew  Wynn 
SSG  David  Alpiger 


Sacramento 

SSG  Jeffery  Krigbaum 

Tampa 

SFC  Carlos  Sanders 


2d  AMEDD 

SSG  Robert  Hobson 

Special  Forces 

SFC  Michael  Zaring 
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The  Test 


y 


1.  According  to  a recent  USAREC  Message,  before  a RE- 
QUEST reservation  is  made  for  MOS  96D,  what  must  the 
applicant  have  had  in  order  for  the  guidance  counselor  to  make 
a reservation? 

a.  A blood  test. 

b.  A normal  urinalysis. 

c.  A normal  Stereoscopic  Acuity  Test. 

d.  None  of  the  above. 

.2,  According  to  a recent  USAREC  Message,  any  PA  applicant 
who  has  not  completed  their  physical  and  has  no  valid  unit 
position  by  1 July  2000,  will  not  be  allowed  to? 

a.  Process  this  FY. 

b.  Process  next  FY. 

c.  Process  ever. 

d.  None  of  the  above. 

3.  According  to  a recent  USAREC  Message,  once  an  applicant 
swears  in,  a USAREC  Form  1196  will  be  initiated . During  a 
DEP/DTP  function,  who  will  sign  the  USAREC  Form  1196? 

a.  Station  Commander  & Recruiter. 

b.  Station  Commander  & CLT. 

c . DEP/DTP  Member  & CLT. 

d.  None  of  the  above. 

4.  According  to  the  same  message  as  above,  how  long  must  the 
station  commander  maintain  the  USAREC  Form  1196? 

a.  1 year. 

b.  2 years. 

c.  3 years. 

d.  Doesn’t  have  to  keep  it. 

5.  According  to  USAREC  Message  00-072,  how  long  is  an 
active  duty  obligation  for  a direct  accession  physician? 

a.  5 years. 

b.  4 Years. 

c.  2 years. 

d.  10  years. 

6.  According  to  USAREC  Message  00-069,  a bonus  is 

authorized  for  a high  grad  with  30-59  semester  hours  of 
college? 

a.  $5,000. 

b.  $2,000. 

c.  $4,000. 

d.  $10,000. 

7.  According  to  the  above  USAREC  message,  a total  bonus 
authorized  for  four  or  more  years  term  of  service  is? 

a.  $10,000. 

b.  $20,000. 

c.  $5,000. 

d.  $25,000. 

8.  The  maximum  loan  repayment  to  qualified  applicants  will 
not  exceed  what  amount? 

a.  $52,000. 

b.  $25,500. 


c.  $30,000. 

d.  $65,000. 

9.  According  to  USAREC  Message  00-068, is  a 

priority  MOS  for  FY  00. 

a.  79R3. 

b.  65B2. 

c.  12C1. 

d.  11X1. 

10.  Since  DA  Form  1633-R,  Band  Audition  Record,  is  no 
longer  valid,  what  form  is  now  used? 

a.  DAForm31. 

b.  DAFormlbll. 

c.  SOM  Form  1 230/2A  and  2B. 

d.  The  audition  form  is  not  part  of  the  packet  and  is  no 
longer  needed. 

e.  Both  c & d. 

f.  None  of  the  above. 

11.  According  to  a recent  USAREC  Message,  as  of  22  May  00, 

there  is  a new  timeline  governing  the  disqualification  of  an 
applicant  who  has  tested  positive  for  the  (first  test)  for  mari- 
juana. The  new  waiting  period  has  gone  from  6 months  to  ? 

a.  30  days. 

b.  45  days. 

c.  60  days. 

d.  75  days. 

12.  Asa  soldier,  you  must  establish  a mechanical  zero  on  your 
assigned  M16  if? 

a.  It  is  being  returned  to  service  after  direct  support  or 
general  maintenance. 

b.  Has  not  been  zeroed  by  you. 

c.  Has  been  dropped  or  otherwise  damaged. 

d.  All  of  the  above. 

e.  None  of  the  above. 

13.  When  engaging  targets  with  an  M16A2,  you  are  to  detect 
all  stationary  or  moving  targets  within  your  assigned  sectors 
using  the  proper  search  techniques  with  no  more  than 
% error? 

a.  10%. 

b.  20%. 

c.  30%. 

d.  50%. 

e.  None  of  the  above. 

14.  With  the  above  question  in  mind,  you  are  to  determine  the 

range  to  the  target  with  no  more  than % error? 

a.  20%. 

b.  50%. 

c.  35%. 

d.  64%. 


The  answers  to  this  month’s  test  can 
be  found  on  inside  back  cover. 
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Quality  Volume  - The  Key  To  Our  Success 


Headquarters  U.S.  Army  Recruiting  Command 


RSM  May  2000 


1ST 


5TH  6TH 


RSM  June  2000 


Top  RA  Recruiter 

SFC  K.  Baggett  (New  York  City) 

SFC  A.  Wynn  (Montgomery) 

SFC  M.  Crosby  (Columbus) 

SFC  A.  Raker  (St.  Louis) 

SFC  R.  DelaCruz  (Portland) 


SSG  A.  Stanfield  (Baltimore) 
SFC  E.  Dent  (Atlanta) 

SFC  T.  Grayson  (Columbus) 
SS(J  S.  Carr  (Kansas  City) 
SFC  S.  Rice  (Sacramento) 


Top  USAR  Recruiter 


SGT  K.  Wyatt  (Baltimore) 

SFC  S.  Clifford  (Albany) 

SGT  G.  Mitcbell  (Montgomery) 

SFC  R.  Serrano  (Miami) 

SFC  D.  Blubaugb  (Indianapolis) 

SSG  S.  Davies  (Great  Lakes) 

SFC  J.  Casey  (Oklahoma  City) 

SFC  M.  Winters  (Des  Moines) 

SFC  B.  Dowd  (Portland) 

Top  LPSC 

SSG  A.  Abadam  (Portland) 

Gaithersburg  (Baltimore) 

Georgia  Avenue  (Baltimore) 

Clearwater  (Tampa) 

Meridian  (Jackson) 

West  Addison  (Chicago) 

Rapid  City  (Minneapolis) 

Lubbock  SW  (Dallas) 

Lubbock  SW  (Dallas) 

Roy  (Salt  Lake  City) 

Top  OPSC 

Guam  (Portland) 

Rockville  (Baltimore) 

Pratt  Street  (Baltimore) 

Cleveland  (Nashville) 

Smithfield  (Raleigh) 

Findley  (Columbus) 

Bellefontaine  (Columbus) 

Fremond  (Des  Moines) 

Woodward  (Oklahoma  City) 

Marysville  (Seattle) 

Top  Company 

Seaside  (Sacramento) 

None 

None 

Memphis  (Jackson) 

Athens  (Atlanta) 

None 

Marion  (Columbus) 

None 

None 

Ogden  (Salt  Lake  City) 

Top  Battalion 

None 

None 

None 

Jacksonville 

None 

None 

None 

None 

None 

None 

Top  AMEDD 

None 

Richmond 

Richmond 

Mississippi/Tennessee 

Georgia/Alabama 

Chicago 

Minneapolis 

San  Antonio 

San  Antonio 

Southern  California 

Southern  California 

“Be  AU  You  Can  Be’’ 

EVAN  R.  GADDIS 
Major  General,  USA 

Commanding  General 

Answers  to  the  Test 

l.c.  USAREC  Msg 00-071  dtdJune  2000,  para 3. 

8.d.  USAREC  Msg  00-069  dtd  June  2000,  para  8. 

2.a.  USAREC  Msg  00-070  dtd  June  2000,  para  3. 

9.C.  USAREC  Msg  00-068  dtd  June  2000,  para  3. 

3.C.  USAREC  Msg  00-073  dtd  June  2000,  para  6. 

lO.e.  USAREC  Msg  00-066,  dtd  May  2000,  para  3. 

4.b.  USAREC  Msg  00-073  dtd  June  2000,  para  7. 

1 1 .b.  USAREC  Msg  00-064  dtd  May  00  para  2. 

5.C.  USAREC  Msg  00-072  dtd  June  2000,  para  3. 

12.d.STP21- 

1 SMCT,  dtd  Oct  94,  Task  #071-311  -2004,  Para.  1 , a-c. 

6.C.  USAREC  Msg  00-069  dtd  June  2000,  para  4. 

13.b.  STP21- 

1 SMCT,  dtd  Oct  94,  Task  #071-311  -2007,  Standards. 

7.  b.  USAREC  Msg  00-069  dtd  June  2000,  para  6. 

14.  a.  STP21 

- 1 SMCT,  dtd  Oct  94,  Task  #071-311  -2007,  Standards. 

